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ine On Trustee 


ALU Nominators 


Chairman Elsie Doyle Hopes 
Further Nominations Will 
Be Made From The Floor 


WASHINGTON—Nine nominees 
omprise the slate of trustee candidates 
announced by the 
nominating com- 
mittee of National 
Assn. of Life Un- 
derwriters, headed 
by Mrs. Elsie 
Doyle, Union Cen- 
tral Life, Ft. Lau- 
derdale, Fla. 

They are: 

Charles Anchell, 
agent of New York 
Life, New York 
City. 

Robert S. Clay- 
on, district manager of Liberty Na- 
ional Life at Mobile, Ala. (incum- 
bent). ; 

Clyde A. Connaughton,. agent of 
(CONTINUED ON PAGE 23) 









Elsie Doyle 







Trust Officers’ President Vows 
ate Announced By Fight On Estate Planning Curbs Field Is Eyed 


A militant attitude against Amer- 
ican Bar Assn. efforts to cut down the 
scope of estate planning work done by 
anyone but lawyers was expressed by 
Charles W. Hamilton, president of the 
Trust Division of the American Bank- 
ers Association and senior vice-presi- 
dent and trust officer of the National 
Bank of Commerce of Houston, Tex., 
in his talk at the recent annual meet- 
ing of the Million Dollar Round Table 
held in Hawaii. 

The relationship between the trust 
companies and the National Assn. of 
Life Underwriters is jointly defensive 
in one respect, he said. 


Who Should Run The Team? 


“Because we are the people who get 
out and work and solicit appointments 
and serve our customers,” he said, 
“we run afoul of people who think 
they should be permitted to run this 
team, and we—the fullbacks and half- 
backs that are carrying the ball— 
should let them call all the signals. 

“TI was never so disturbed in my life 
as in February of 1959 to learn that 
the committee on the unauthorized 
practice of law of the American Bar 
Association was slapping the wrists of 


Taylor Bigbie [NALU counsel] and 
some others of the NALU as well as of 
the trust officers of the nation, saying 
that we were doing estate planning 


and we were practicing law and to'° 


cease and desist. 
Recalls 1959 Opinion 


“And of course, those of you who 
had read the opinion of the com- 
mittee on unauthorized practice of 
law issued in 1959 about Financial 
Planning, Inc., of Chicago, which says 
that we, in doing estate planning, 
should not practice law and that the 
lawyer should do all of the lead work 
in estate planning. Well, gentlemen, 
the trust division of the American 
Bankers Assn. is not going to take 
that lying down, and we don’t think 
NALU is, either. 

“We contend that we have some- 
thing to sell, be it estate analysis, es- 
tate planning, life insurance, profes- 
sional executors, trusts where needed, 
and we think we have every right to 
do planning for our clients and our 
customers and that you do, too, and 
that we are going to tell the bar as- 
sociation that we will work with them 

(CONTINUED ON PAGE 23) 





ALU Membership 
ow 75,592, Record 
or Date; Up 2,836 


WASHINGTON—Membership in the 
04 local life underwriter associations 
f National Assn. of Life Underwriters 
eached 75,592 on June 30. This is an 
ll-time high for the date and 2,836 
head of June 30, 1959. 

NALU Membership Chairman Philip 
. Hoche, Kansas City Life, Winter 
ark, Fla., believes the tremendous 
embership advances attained during 
he first six months of 1960 indicate 
ttainment of the countrywide goal 
f 83,016. 

The June NALU membership report 
roduced several national award win- 
ers on the basis of percentage-of- 
960 quota achieved. 


laska Wins On Quota 


Taking top honors among state as- 
ociations is Alaska, with 124.2% of 
uota. Runner-up for state honors is 
labama, 120.3%. In third spot is Ver- 
ont, with 119.3%. 

- Leading local association is Conway, 

C., with 332% of its 1960 quota by 
June 30. Membership went from 23 on 
Dec. 31, 1959, to 83 on June 30. 

Runner-up among local associations 
is Valdosta, Ga., which made 314.7% of 
quota, going from 32 last Dec. 31 to 
107 on June 30. 

First among NALU’s 10 membership 
areas on June 30 was area 6, with 
100.6%. It covers Alabama, Arkansas, 
Kentucky, Louisiana, Mississippi, and 
Tennessee. 

Trophies won by the leading area, 
state association, and local association 
membership chairmen will be awarded 




















at the Sept. 13 meeting of NALU na- 
tional council in Washington, D.C. The 
state and local trophies will remain on 
permanent display in the new NALU 
headquarters building. Award-winning 
and runner-up membership chairmen 
will also receive “take-home” plaques. 

Presentation of suitable mementoes 
to the leading states in each area, lead- 
ing local in each area, and leading local 
in each state will be made by area 
membership chairmen or by NALU 
officers and trustees at later dates. 

Chesapeake Life has been licensed 
in North Carolina, South Carolina and 
Indiana. 








Conductor Arthur Fiedler, left, of- 
fers a word of thanks to Byron K. El- 
liott, president of John Hancock, for 
the company’s sponsorship of the first 
Esplanade Concert of the 1960 summer 
series. The concerts, featuring mem- 
bers of the Boston Symphony Orches- 
tra, are held during July evenings on 
the banks of the Charles River in Bos- 
ton. 





Pontius Heads 
Fidelity Mutual 


PHILADELPHIA—Calvin 1, Pon- 
tius, former senior vice-president, 
insurance, of Fidelity Mutual Life, 
has been elected president to suc- 
ceed the late Ellsworth A. Roberts, 
who died June 29. Mr. Pontius is the 
fourth president in the 82 year his- 
story of the company. Additional 
biographical material on Mr. Pon- 
tius will appear in next week’s issue. 











Senate’s First Order 
Of Business Scheduled 
To Be Keogh Measure 


WASHINGTON—When Congress in 
June voted a recess until Aug. 8, in- 
stead of adjourning this session sine 
die, the Keogh Simpson bill to estab- 
lish retirement plans for the self- 
employed was given a new lease on 
life. In the last week in June, when it 
appeared that Congress was preparing 
to adjourn, rather than recess for eight 
weeks, predictions from informed in- 
surance sources here were that the 
measure would be killed off in the rush 
of pre-adjournment business. 

Although its prospects for passage 
are still regarded as slim, the bill, in- 
stead of dying, was kept alive by Sen. 
Smathers of Florida, who extracted 
from Senate Majority Leader Johnson 
a commitment to make it first order of 
business when the Senate reconvenes. 

Congress will return for four weeks, 
which will provide proponents of the 
bill ample time for its consideration. 
However, Senators Douglas, Long, 
Gore, Williams and several others have 
promised either to amend or filibuster 
the measure to death. 


Eniry Into Life 


By London Lloyd's 


Though Not Indicated, U.S. 
Group Business May Be 
Attracting Underwriters 


The report from London that the 
committee of Lloyd’s is considering 
formation of a life company sets up a 
re-echo of the fire and life combina- 
tion. The English set out 40 years ago 
to cross the line from one field of 
insurance to the other. American com- 
panies generally, with few exceptions, 
waited approximately 35 years to do 
the same thing. Now Lloyd’s, regarded 
even by competitors as alert, ingenious 
operators in the insurance market- 
places of the world, are being attracted 
by the stable earnings of the life 
business. 

The London Economist suggests that 
because of the lean years Lloyd’s has 
had in modern times—the surplus 
shrunk from 24.9 million pounds in 
the 1953 account to 5.7 million in the 
1956 one, the latter being the last com- 
pleted account and one of the smallest 
balances on record—Lloyd’s would like 
to have some life and annuity business. 
However, the London paper also cor- 
rectly notes that while profits from this 
business are more stable, they are small 
and emerge only slowly because of the 
necessity of building reserves for lia- 

(CONTINUED ON PAGE 23) 











Dr. Solomon S. Huebner, president 
emeritus of American College, is pho- 
tographed as he addresses a meeting 
of Los Angeles Life Underwriters 
Assn. Some 400 agents attended the 
meeting, of which 150 were CLU stu- 
dents. Dr. Huebner said he saw little 
merit in some current marketing plans 
which would have a life agent “pick 
up any insurance business lying 
around. I think we are going to see an 
increasing number of partnerships 
formed between casualty and life ex- 
perts. The insurance firm then can of- 
fer full professional service and advice, 
just as a fine legal firm has experts in 
several fields.” . 
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KAL‘ABACH TELLS COMPANY LEADERS: 





lntlation That Stocks 


Are Supposed 


To Offset Also Cuts Their Earnings 


Disagreeing with the inevitability of 
a high degree of inflation and with the 
theory that com- 
mon stocks are a 
suitable and ad- 
equate hedge 
against it, Presi- 
dent Leland J. 
Kalmbach told 
Massachu- 
setts Mutual’s 
Leaders Club con- 
ference at Banff, 
Canada, that many 
life insurance 
salesmen have 
failed to stress the 
advantages of investing in cash value 
life insurance as compared with buy- 
ing term and investing the difference. 

It is evident, he said, that stocks 
are an adequate hedge only to the ex- 
tent that market values and eventually 
dividends increase sufficiently to keep 
pace with reductions in the purchasing 
power of the dollar. In the long run, 
stock prices are determined by earn- 
ings, and the increasing costs of opera- 
tion resulting from inflation can, in 
many situations, decrease rather than 
increase the profit margins. 

GNP Up, Profits Lagged 

“In this connection,” said Mr. Kalm- 
bach, “I believe that many of you will 
be surprised to learn that in no year 
from 1950 through 1958 did the total 
profits after taxes of all United States 
corporations exceed those of 1950 by 
more than 3%, in spite of the fact 
that in this period the gross national 
product increased by 55% and con- 
sumer prices by 20%.” 

Assailing the buy-term-and-invest- 
the-difference theory, Mr. Kalmbach 
said he’d had calculations made show- 
ing the results under the company’s 
ordinary life policy with its present 
dividend scale as compared to buying 
term insurance at present temporary 
term rates and investing the bal- 
ance in mutual fund shares. These 
calculations determined the net rate of 
return at which the separate fund 
would have to be invested in order 





L. J. Kalmbach 





Fresident Leland J. Kalmbach 
(right) of Massachusetts Mutual con- 
gratulates Eric A. Johnston, president 
of Motion Picture Assn. of America 
and a director of Massachusetts Mu- 
tual, after Mr. Johnston’s speech at the 
Massachusetts Mutual Leaders Club 
conference at Banff. 


to have it exactly equal the amount 
of the guaranteed life insurance cash 
value at age 65. 

The study showed that for age of 


issue of 35, the rate of return on the 
investment in mutual fund shares 
would have to be 5.17%, and that the 
rate increases gradually with an in- 
crease in the age of issue to 7.85% at 
age 55. Mr. Kalmbach pointed out that 
he was quoting net rates the investor 
would have to obtain after deduction 
for taxes and that for an individual in 
the 30% tax bracket, the correspond- 
ing rates before taxes would have to 
be 7.4% and 11.2%, respectively. He 
said he doubted that any other invest- 
ment program for the average inves- 
tor would give these high net rates of 
return compounded annually. 

He went on to state: “It is not my 
position that investors should avoid 


buying mutual fund shares or com- 
mon stocks. There is a very definite 
place for such investments on the part 
of individuals who can afford to take 





Donald F. Lau (left) of Detroit, new- 
ly elected president of the Massachu- 
setts Mutual agents association, is con- 
gratulated by his predecessor, Charles 
S. Motz of Atlanta, at the company’s 
Leaders Club conference at Banff. 


the risks involved. I feel strongly, 
however, that we should do every- 
thing within out power to convince 
prospective buyers that before making 
such investments, they should first 
purchase a sufficient volume of cash 
value life insurance to protect the in- 
come needs of themselves and their 
families.” 

Triple Indemnity Announced 


Mr. Kalmbach announced the addi- 
tion of the so-called “triple indemnity” 
benefit to the accidental death benefit 
rider, and the availability of a lifetime 
disability plan for company field sales 
personnel. The disability plan requires 
at least 30 months of service and has 
an age limit of 59, but excludes no one 
because of pre-existing medical im- 
pairments. 

Reviewing developments in group in- 
surance, Mr. Kalmbach said Massa- 
chusetts Mutual entered this field in 
1946 because of its conviction that 
group insurance fulfills a real social 
need and that this additional service 
would be an aid in attracting new 
agents and furnishing an important 
source of income to the field force. 

“Guided by this basic philosophy,” 
he stated, “we have steadfastly refused 
to engage in practices we considered 
detrimental to your best interests. 
Most of the country’s life underwriters 
believe that their very livelihood de- 
pends on the preservation of the agen- 





cy system and a sound balance be- 
tween group and individual insurance. 
“However, many agents find it diffi- 
cult to resist the temptation of large 
commissions under cases that violate 
the general principles advocated by 
life underwriters’ associations. As a 
result, a number of companies still con- 
tinue to encourage business under 
terms and conditions which life under- 
writers generally consider detrimental 
to their interests. In my opinion, agents 
should realize that they must oppose 
in practice what they oppose in prin- 
ciple if they expect to influence the 
actions of company managements. 


Wants Enthusiastic Agency Force 


“As far as I am concerned, I do not 
hesitate to say I am convinced that if 
our company is to have the rate and 
type of growth that we desire, it will 
be necessary for us to have a vigorous 
and enthusiastic agency force, and I 
believe this will not be possible if we 
have group insurance practices which 
are detrimental to their interest.” 

Calling the company’s record during 
the past 10 years remarkable, Mr. 
Kalmbach concluded by saying, ‘With 
the further expansion in our economy 
and the tremendous growth in our 
population which can be expected dur- 
ing the ’60s, there will be an almost 
unlimited market for life insurance 
protection. It will be our objective to 
secure our full share of that market 
by continuing to have an outstanding 
product and by continuing to increase 
the size of our professional-type sales 
organization.” 

Vice-president Kenneth W. Perry 
talked on the company’s accomplish- 
ments in the last decade and then dis- 
cussed mutual funds, group abuses, and 
one-stop selling. He said he disagreed 
emphatically with recent statements 
and inferences to the effect that the 
sale of life insurance and mutual funds 
by the same person is compatible. In 
his opinion, they are directly competi- 
tive and not complementary; they seek 
diametrically opposed uses for the 
same consumer’s dollars. 

Of the one-stop selling idea, Mr. 
Perry said he did not feel it will have 
any serious effect on clients who are 
served by professional life insurance 
men. 


Auslander Twice Honored 


At the “court of honor” ceremonies, 
awards went to Daniel Auslander, New 
York City, as man of the year and for 
leading in 1959 volume; to Ralph E. 
Loewenberg, New York City, for lead- 
ing in ordinary commissions; to Charles 
A. Norris of Greensboro, N. C., as lives 
leader; to H. William Freeman, Los 
Angeles for leading the ordinary agents 
in group production, and to W. C. Wil- 
son of Oklahoma City, J. E. Popham 
of Mattoon, IIl., Arnold Bli*z of Los 
Angeles and Daniel Moriarty of Hart- 
ford for career school championships. 
Certificates were presented to 25 in- 
dividuals with group life production 
of over a million dollars in 1959. 

Plaques for leading producers in 
company business insurance schools 
went to J. J. Sherbin, Detroit, and A. 
G. Mancuso, San Francisco. 

Receiving awards as leaders among 
men completing their first contract 
year were Mr. Freeman, E. M. Spurge- 
on of Wichita, Robert Brosterman of 
Miami, H. H. Bristol Jr. of Syracuse 
and J. R. Jenkins of San Antonio. 
Championship plaques for the annual 
“quota buster” competition went to 
the Copeland agency, New York, Boyn- 
ton agency, Baltimore and the Harris- 
burg and Bridgeport agencies. 

William L. Van Auken of Kansas 
City was awarded the annual CLU 
scholarship sponsored by the company. 
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5 Commissioners To 
Discuss Regulation 
At NALC Convention 


Four panels—one of them staff 
with five state commissioners—yw; 
be featured at the annual meeting 4 
National Assn. of Life Companies ; 
Hotel Skirvin, Oklahoma City, Jw 
21-23. 

“Your Company and State Regul: 
tion” will be moderated by Colorag 
Commissioner Sam Beery and _ hay 
as participants Apodaca of New Mey 
ico, Combs of Arkansas, Hayes of Loy 
isiana and Hunt of Oklahoma. 

A panel on “Accident and Heal 
Problems” will have C. C. Yost, U 
ion Bankers, as moderator and Joh 
V. Borden, American Hospital & Lif: 
Wayne Hinson, Standard Life & A 
cident, and Paul Miller, Employe 
Reinsurance, as speakers. 

“Problems of Agency Managemen’ 
will occupy the time of Ray Patterso 
Research & Review Service; Edwar 
Thompson of Bowles, Andrews | 
Towne, and Doyle H. Baird, Nation; 
Western Life. Herbert Thomas J 
First Pyramid Life, will moderate, 

J. W. Perry, Western & Southert 
will moderate a panel on “Federal I 
come Taxation.” Speakers inclu 
Carlton Harker, Coastal States Lit 
William H. McLean, American Stané 
ard; Devereaux F. McClatchey ap 
DeWitt H. Roberts, general couns 
and executive secretary, respective; 
of NALC. 

Following the first day’s busines 
at which Oklahoma Cityi 










































session, 
Mayor James Norick will _ tend 
greetings, Ian Charlton, Nyhart § 


Co., will discuss home office manag 
ment. 

Thursday’s luncheon, courtesy ¢ 
Republic National, will have as speak 
er Harry H. Crowe, Southern Equitd 
ble of Little Rock. He will discus 
“The SEC and Variables.” 

Two special events have bee 
scheduled for the ladies: A bridge-td 
on Thursday and a tour on Friday, thy 
latter sponsored by Security L.& 
The banquet and installation of office 
will be held Saturday. 


Newark Life Agents Name 


B. C. Lewis President 


Newark Assn. of Life Underwrite 
has elected Bernard C. Lewis, Prudet 
tial, president; Norman Gray, Ne 
England Life, vice-president; Williay 
Schneidewind, John Hancock, 207 
vice-president; Shelley Kaplan, Metro 
politan, secretary, and Warren L. Dat 
ling, Prudential, treasurer. 


Appalachian National Life has bet 
licensed in Indana. 








It entitles him to attend one of 
CLU institutes for advanced study } 
selling. It goes to the agent who “dis 
plays the greatest value to the CL 
movement, to his company and to hi 
agency.” 

Lau Heads Agents’ Association 


Elected to head the agents associé 
tion were Donald F. Lau, Detroit, pr 
ident; Stanley Newhouse, New Yo! 
vice-president; R. E. Lambert, Bosto 
secretary, and Robert E. Ley, Peori 
treasurer. 

A featured speaker was Eric 
Johnston, president of the Motion Pi 
ture Assn. of America and a direc 
of Massachusetts Mutual, who t 
on world conditions. 
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oy New“key’man in the company! 


The insurance man who Life Underwriters, which lead to the designation of 
Chartered Life Underwriter. 
With the knowledge and experience gained from 


earns his CLU key becomes 





Name a much more valuable man successful completion of these study programs, the 
to his company . . . to his new CLU can render more valuable service to his 

derwrite clients. At the same time he gains prestige and an 

s, Prudet) clients ... and to himself! added sense of self-confidence which helps him sub- 
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ock, 207 To advance themselves professionally, conscientious Why not start on your way to becoming a “key” 
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At the Broadmoor meeting, from left, Thomas A. Watson, vice-president; 
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Henry F. Rood, senior vice-president; Willard C. Brudi, 2nd vice-president; R. 
L. Phillips of E. B. Bingham & Associates, Fort Wayne, Ind.; Henry W. Persons, 


vice-president and director of agencies; 
Wayne; Howard E. English, Wood agenc 
vice-president. 


The last of four conventions and sales 
congresses of Lincoln National Life 
concluded last week at the Traymore 
Hotel, Atlantic City. Attendance there 
and the three preceding conventions 
held at the Broadmoor Hotel, Colorado 
Springs, Ambassador Hotel, Los An- 
geles, and Homestead Hotel, Hot 
Springs, totalled approximately 1,300, 
including agents, wives, and home of- 
fice personnel. 

Highlighting each of the four-day 


Leo C. Mascotte, O’ Rourke & Co., Fort 
y, Chicago, and Charles N. Walker, 2nd 


conferences was the “president’s hour,” 
during which agents were given an 
opportunity to ask President Walter O. 
Menge direct questions concerning 
company policies and plans. 

Jack E. Rawles, 2nd vice-president, 
introduced a new sales tool, Security 
Forecast, designed for programming 
either the simple or complex case 
—without carrying two separate sys- 
tems. It can be used for either one or 
two-interview programmings, and 





Some of the speakers and panelists at the Traymore Hotel meeting. Seated, 


from left: David Davis, Miami; J. L. Fo 


rman, Birmingham, and R. P. Steptoe, 


Louisville. Standing: J. E. Rawles, 2nd vice-president, and C. L. Gamble, super- 


intendent of agencies. 
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coln National Completes Regional Sales Congresses 


this Security Forecast tool 
can be used with or without its visual 
demonstrator, which features full-color 
photographs. 

Willard C. Brudi, 2nd vice-president, 
introduced a second new sales tool, the 
Persistency Rater, designed to help 
guide the agent to better quality busi- 
ness. In chart form, the persistency 
rater enables agents to rate life and 
A&S applicants according to several 





land, and Marvin N. Demchick, Frisch 


significant areas that affect lapse rates. 

At all four conventions, Henry F. 
Rood, senior vice-president, Thomas A. 
Watson, vice-president, Charles N. 
Walker, 2nd vice-president, and Sam- 
uel P. Adams, 2nd vice-president and 
actuary, alternated in introducing sev- 
eral changes affecting rates, policies, 
and riders. 

The opening day of each convention 
was devoted to registration, followed 
by a fellowship hour in the evening. 
Henry W. Persons, vice-president and 
director of agencies and Willard C. 
Brudi, 2nd vice-president, spoke at the 
business session which opened the sec- 
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ond day. Sharing the speakers’ »ls 
form with the two officials was a pap 
of agents, discussing methods ¢ 
achieving million-dollar productio 1, 

The third day, the business sessi 
opened with an introduction of th 
new security forecast, which was fp 
lowed by a panel discussion on the in 
portance of programming in the 
ranging of modern life insurance ¢& 


tates. The evening of the third day fed 


tured a banquet at which Mr. Meng 
addressed the delegates and _ the 
wives. He spoke informally about th 
company’s progress and its future apy 


At the Amba 
sador Hotel, 
photo, from lef 
Henry W. Person 
vice-president ; 
director of age 
cies; Robert 
Bermond, Ozd 
agency, Los Ang 
les, and Walter ( 
Menge, presider 

Bottom: Some 
the speakers at 
Homestead. Fro 
left: I. A. Cok 
Weidner ageng 
Pittsburgh; Day 
Warshawsky, F 
der-Gehring 
Associates, Cley 
agency, Philadelphia. 


concluded with thoughts on the try 
meaning of America. 

The final day featured the previous 
mentioned president’s hour, in add 
tion to talks by Messrs. Persons an 
Brudi and an outstanding Lincoln 
agent. At the Broadmoor, O. Fran 
Helvie, South Bend, Ind., spoke 4 
“What the Business Has Meant To Me 
R. M. Bermond, Los Angeles, spoke ¢ 
“My Best Sales Idea’ at the Ambassa 
dor; J. C. Sheedy, Pittsburgh, at th 
Homestead on “The Life Underwrite 
Yesterday and Today,” and Elmo § 
Beville, Gainesville, Fla., “One Man! 
Sales Promotion,” at the Traymor 





Nw Natl. Offers Rider 
On Investment Contract 


Northwestern National is offering a 
new self-completion rider for its Series 
A-15 investment contract. 

The contract, which involves no life 
insurance, is designed to provide a 
guaranteed medium for investment- 
minded buyers. Annual desposits are 
made over a 15-year period, but the 
fund may be left to accumulate at a 
guaranteed rate of 3% compound in- 
terest. At maturity the proceeds may 
be withdrawn in cash or placed on 
any of the usual income options. 

The new rider guarantees that if the 
owner of the contract dies during the 
period deposits are being made, no 
further deposits are required, and the 
contract becomes fully paid up. In the 
event of total and permanent disabili- 
ty, annual deposits are made by the 
company. 


Weiss Agency Wins Award 

Berkshire Life’s Weiss agency at 
West Palm Beach has been awarded 
the James B. O’Brien trophy for the 
best all round performance in the 
company’s May loyalty sales campaign. 
The trophy is awarded each year by 
Mr. O’Brien, retired Berkshire general 
agent at Albany. 


Lutheran Brotherhood Raises Limits 

Lutheran Brotherhood has increased 
non-medical limits and annuity issue 
limits. The new non-medical limit is 


$25,000 on males between the ages | 
and 30. This will permit issuance « 
$15,000 at one time and an addition: 
$10,000 after six months, without th 
intervening medical examinatia 
There also have been some increas 
in the individual agent’s non-medici 
privileges. Under the new annuity is 
sue limits, the maximum single-pré 
mium annuity issued will be $100,00 
The new limit for deferred annuif 
will be an annual premium of $2,5f 
or an annual premium for guarantee 
life annuity of $500 per month at ag 
65, whichever is greater. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG14% 


You may telephone orders collect. 
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muste- Nears $2 Billion inane Ni fSert"niite'soiss On Stock Purchase Can Aid Agents 


$5,000 or more to you. 


Hefferson Standard — that cacn’hour you stuay wit be worn, HOW Knowledge Of Code’s Sections 


ion of producer status. He said it had always 
; Ww YORK—More than 600 mem- + ee: F , : 
h was fo, NEW. ‘ m- been difficult for him to explain busi- ™ 
on the inpbers oi the field and home office ness insurance. So he uses a simple A working knowledge of sections Look at 302 and 318,” at a meeting of 


: : . ; 302 and 318 of the internal revenue the N York City CLU ch Mel- 
; orce and wives ce ‘ a ” e New York City CLU chapter, Mel 
im tee the Jefferson oe, = ey cgi Nag mecha code—which deal, vyn J. Huber, associate general agent 
urance eet : that can be bought in any magic shop tivel ith 

dd fel tandard = Life’s : for a dollar respectively, wi of the Solomon Huber agency of Mu- 
TO Clay ie@ anual convention :. ; distributions in re- tual Benefit Life at New York, ex- 


aap id by ES Shows The machin eg See algerie pe 
President Howard ; “T ask i | o the life agent, how to avoid some o 
about z Jolderness _ that % seen pape Bae i nee ge a of stock = ' the pitfalls inherent to stock purchases 
‘the company will ™ . said. “Then I produce this simple little pre tt sai < and offers a practical working ap- 
1e Amibaspass the two bil- @ gadget and if we are talking about de- ee mt tosh of the. | proach to the sale of life insurance for 
Hotel, ion dollar in-force & Dee ferred compensation and salary con- e agent who is ) stock purchase purposes. Mr. Huber 
from lemark within the tinuation I insert a check made pay- > °°" stemes < was winner of Mutual Benefit’s 1958 
W. Persommext couple of able to Jefferson Standard in the fo working with ‘g builder’s award for the year’s out- 
‘sident aymonths. amount of the premium ($7,500 in this ~— who are @ | standing supervisor. A condensation 
of age Mr. Holderness |) d Held case) and this check is theoretically = “gee of his speech follows. 
obert pointed out that oware Monserness signed by the corporation. closely held cor- Melvyn J. Huber By MELVYN J. HUBER 
d, Ogdelt took 44 years for the company to at- “Then, as we turn the crank of the porations. When, — ' ; , : : 
Los Anifain its first billion, in 1951. The rapid- machine it automatically produces an- for example, the client's need is for ad apne Savage ag angpligi vedi 


4 ty with which Jefferson Standard is other check. I explain to my prospect -2SUrance for stock purchase purposes, client who is a stockholder in a close- 

sonal josing in on its second billion is un- that the ao rial lg ry . he it would benefit the producer to know ly held corporation. We must ascertain 
m: Some dfierscored by the fact that it is being magic money press and that upon whether or not at the time of death objective. Does he wish to pass to 
kers at (one without the help of group insur- death the Jefferson Standard will pro- the stock purchase will be treated as his family, at his sats his interest 
ead. Fregpnce. duce this check in the amount of $300,- dividend as far as tax computations in the business as such? Perhaps he 
A. Cohe James T. Comer of Gastonia, N. C., 000, which is the face amount of the = concerned. __ does if he has a wife and child or chil- 
- agengewvas honored as leader in sales for the insurance policies for the salary con- n his speech, “A Life Underwriter’s (CONTINUED ON PAGE 1%) 
‘gh; Day@last three years. His 1959 sales ex- tinuation and deferred compensation 
wsky, Fapeeded $3,834,000, the largest year’s plan. 
hring @roduction by any agent in the  m- “The money press actually t urns 
les, Cleygpany’s 53-year history. His sales : ace out a check in the amount of $300,000 

e joined the company in 1939 total and this check is theoretically signed 

ore than $25 million. by the Jefferson Standard and made 
n the tr Mr. Comer heads a group of 12 payable to his corporation. I then ex- f th 

agents who sold a million or more in plain that the difference between the one 0 @ 
previousij 959, W. A. Bethune of Charlotte, N.C., premiums that he has deposited and 


, in addiivas honored as the runner-up, while the face amount of the policy is tax- 
ersons anmg-P Duncan of Marshall, Tex., was free money and that it can be used in 
incoln Lif@ecognized as the top producer for the his corporation as he sees fit. 

O. Franifear to date and for having written, “We then deposit this into his 

spoke wm February, the company’s first mil- treasury, using the magic money press, 
int To MeMion-dollar policy. and stipulate that $15,000 a year will 
s, spoke 0 be paid to the widow of the deceased 
> Ambassza eading Producers Honored as salary continuation for a period of 


‘gh, at th! The top producers were honored at 10 years. Then we talk about the 
nderwriteghe traditional leaders’ breakfast at double tax break as we turn the crank 
d Elmo which President Holderness presided. of the money press and the press auto- 
One Manifompany sales last year totaled about matically produces a check in the 
Traymorg235 million, setting a new record. amount of $15,000 and this check is 
Assets now total about $600 million. theoretically made payable to his wi- 
he ages 1 Besides Mr. Holderness, convention- dow and signed by his corporation.” f th 
issuance @oers at the opening session were wel- William H. Andrews Jr., manager a 0 e 


_ additiondomed by Joseph M. Bryan, senior vice- at Greensboro, N. C., was honored for 
vithout thresident, and Karl Ljung, vice-presi- his 40 years of service to the company. 


caminatioggent in charge of agency operations. He was one of 11 field force members 
e increas#j Speakers included W. H. Gatling, who received service awards. 
on-meditgNorfolk, a trustee of NALU, Arthur H. —_ 

annuity igMotley, president of Parade and of the e 

single-pr@fS. Chamber of Commerce, Mr. Wa er Resigns As 

e $100,001 omer, who gave the response for the 


2d annuii§eld force, Alden C. Palmer, chairman ifi M | V Pp 

n of $2,5M§f Insurance R & R and former In- P aci Ic utua 7 

guarantedfiana commissioner, and the Rev. Ro- Ralph J. Walker has resigned as Comparable year-to-date figures continue to show that 

mth at ag@ert E. Richards, director of the Whea- vice-president of Pacific Mutual Life, Central Life’s sales consistently run well ahead of the life 
es Sports Foundation and former where he has been insurance industry as a whole. There are several reasons 
lympic pole-vaulting champion. in charge of ordin- why this is so— and Central Life agents agree that an 


Mr. Comer said that if the life in- ary and_ group 3 : : ’ ee 
rance agent is to properly discharge sales. He joined important one is true graduated premium on all plans 


spec ic cans ants bin reed, Ge ce ; introduced in the United States by Central Life in 1955, 
Dp the public, he must study his prod- to organize : ’ 
9 t so as to know how to solve the and develop a_| é is another example of the sales-minded leadership that's 
prious financial problems that face group department. ‘ making “One of the Best” one of the busiest, too! 
DCKS e buyer. He had been as- : 


d the greatest source of ideas is the aries. 
brious study courses available to us. Mr. Walker lives 


“Knowledge of our product is our sociate actuary of es 
orking capital,’ he declared. “In Aetna Life, which — 
lity > other profession will a capital in- he joined in 1934. P 
estment in study pay such high re- He is a fellow of 
rns. After all, we are selling ideas Society of Actu- 
1 & Co. i i i Ralph J. Walker 


“There is more money-making at 940 Oxford Road, San Marino, ASSURANCE COMPANY, DES MOINES 6, IOWA 
ing teregaalllge til ced Penny i Cal. a Progressive and competitive, yes ... but not 

e American economy. Take advan- Sells A&S Business at the expense of financial security ASSETS | $175 Million 
e CGI ge of these courses—they are real American Guaranty Life of Portland SURPLUS | $1442 Million 

prgains, they will make you thousands has sold its accident and sickness bus- INSURANCE | $620 Million 
retin: dollars, they will give you more iness to Ins. Co. of America which IN FORCE ? 


estige in your community and they has its home office in Salem. Approxi- 
ill give you more confidence and mately $265,000 of premium income 
tisfaction than anything you can do. was involved. The purchase price was 
“Each hour I spend studying is not announced. 





J. S. Seqdman Warns On Financed 


Life Insurance, Jumbo Group 


A warning on financed life insur- 
ance, “jumbo” group coverage and 
three other areas in which an agent 
can easily lead his client and himself 
into mischief was voiced by J. S. Seid- 
man, president of the American In- 
stitute of Certified Public Accountants 
and a partner in Seidman & Seidman, 
certified public accountants, New York 
City, at the recent annual meeting of 
the Million Dollar Round Table held 
in Hawaii. 

“We think that the bank-financed 
insurance plan has been pushed so far 
that there is now doubt about the 
validity of the whole thing,’ he de- 
clared. “Recent tax decisions have in- 
dicated that interest on tax-motivated 
debt may not be deductible. Further- 
more, doubt or no doubt, Congress is 
likely to seal the doom of tax advan- 
tage from  bank-financed insurance 
programs. 

House Of Cards May Crumble 

“By the same token, group insur- 
ance has been pushed to the point 
where, in the process of trying to 
squeeze out an extra advantage for 
the top executives and insiders, the 
whole house of cards may crumble, 
and the employes be taxed on the 
premiums.” 

Here are the other three points on 
which Mr. Seidman based his warning: 

“Corporate stock purchase arrange- 
ments can, unless you are mighty 
careful, be disastrous in their tax 
consequences, where family members 
are stockholders. The thing you have 
to watch is what is technically known 
as the attribution rules. 

“We CPAs feel that there’s some- 
thing misleading in the sale of annu- 
ities when you talk to a client about 
an ‘income’ of a certain amount. Ac- 
tually, what you call income involves 
a consumption of some of the client’s 


own capital. 

“We think that you are called upon 
to direct a client’s attention to the 
fact that in many situations his estate 
may have 10 years in which to pay the 
estate taxes. Hence, there is not al- 
ways pressure for immediate tax 
money. Don’t go in for overdramatiza- 
tion. 

On the other hand, said Mr. Seid- 
man, the agents haven’t gone far 
enough in many areas. 


Five Areas Need Attention 


“There are occasions for insurance 
that we find you are not always on 
top of,” he observed. 

“1. The occasion for insurance to 
finance or make secure alimony pay- 
ments in divorce proceedings. 

“2. The occasion for insurance on 
the wife either to make good any loss 
of the marital deduction if she should 
predecease her husband, or to make 
good on the extra tax that will be im- 
posed on her estate if she does survive 
her husband and his estate has bene- 
fited from the marital deduction. 

“3. The occasion for insurance in 
favor of the wife to finance income 
taxes that she will have to pay on de- 
ferred pay of her husband. 


Three-Month Deadline 


“4. The occasion for insurance to 
finance the exercise of the restricted 
stock option the husband may have 
had. This can be exercised only within 
three months after the death—and no 
extensions. 

“5. The occasion for insurance to 
be taken out by pension funds or pri- 
vate foundations on the life of a key 
man so that his stock can be acquired 
and in that way eliminate entirely 
any of the tax dangers that lurk in 

(CONTINUED ON PAGE 16) 
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Republic National senior sales executives proclaim slogan which sparke 
67% six-month gain in new business ending in June, birthmonth of Presid 
T. P. Beasley. June production was $102 million over corresponding moni 
last year, bringing six-month total to $701,009,172. A&S premium increas 
37% in six months. Pictured from left are Mr. Beasley; Clarence J. Skei 


+a 










senior vice-president and coordinator of production planning; Robert P. Brag 
vice-president and actuary of reinsurance; and George R. Jordan, senior vie, 


president of group. 





Ga. International Plan Is 
A Money-Raising Aid For © 
Charitable Organizations 


Georgia International Life has in- 
troduced a special purpose insurance 
plan—the Assured Bequest Plan— 
which is designed to assist charitable 
organizations engaged in drives for 
capital funds even though a donor’s 
contribution is paid off in installments 
over a period of years. 

Premiums for the plan are payable 
for 20 years and benefits include pay- 
ments of bequests to the charity each 
year during the period. In the event 
of the death of the donor before the 
end of the period, the unpaid bequests 
become immediately payable in a lump 
sum to the selected charity. In the 
event of donor disability prior to age 
60, annual bequests continue although 





















BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 


Completely vested Renewals for the 
premium paying period of the policy 
Substantial Override for general agents 


Accident and Sickness Plans— 
“your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 


* liberal underwriting 





““The secret of success is Constancy to Purpose"’ 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 


“new approach” agent’s kit. Get full details 


contacting your local Central Standard General 
Agent or: John M. Laflin, Vice P-esident and 


Agency Director. 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591,874 


by 
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CENTRAL STANDARD LIFE 


INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident + Sickness 


premium payments are waived. 
mium payments for the plan are t 
deductible if direct gifts would othe 
wise be deductible. 

The charity owns the policies ar 
has all rights and privileges under j 
Therefore, policies may be assign¢ 
as security for a loan to the charity. 


Saunders Seeks Reversal 


Of Perjury Conviction 


AUSTIN—Reversal of the convij 
tion of J. Byron Saunders, form 
chairman of the Texas board of com 
missioners, for perjury in testimor 
submitted to a legislative committ 
probing the collapse of the ICT insu 
ance empire of BenJack Cage, w 
sought last month in a hearing befa 
the court of criminal appeals in Austi 


Not Under Oath 


John D. Cofer, Mr. Saunders’ atta 
ney, argued that perjury could not 
sult from a legislative investigatis 
since committee witnesses are not “f 
quired by law” to testify under oai 
He also contended that questions abo 
client’s personal business transactio 
were not material to the committe 
investigation into the need for ne 
insurance and securities laws. 

David McAngus, assistant distri 
attorney, countered by arguing th 
the committee was trying to find 0 
if Mr. Saunders had faithfully di 
charged his duty to enforce insuran 
laws. He received permission to fi 
a supplementary brief, which 
taken to indicate that the court 
not rule on the plea until its fall te 





Publish New Indiana 


Underwriters Handbook 

A new Underwriters Handboo 
of Indiana has just been publishe 
by the National Underwriter Con 
pany. It provides complete and wu 
to-date information on the agencie! 
companies, field men, _ gene 
agents, groups and other organizZ 
tions affiliated with insurane 
thoughout the state. Copies of 
new Indiana handbook may be ¢ 
tained from the National Unde 
writer Company at 420 East Four 
Street, Cincinnati 2, Ohio. Pri¢ 
$12.50 each. 















THIS IS THE NEXT PASTURE 
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ersal 
n Grass is always supposed to be greener in the next pasture. That’s why they 
he _ have fences for cows. And that, too, is why there are globe-trotters, and 
rs, Orme ° e . e e 
d of on divorce courts, and dissatisfied life insurance salesmen. 

testimoy 

eco But Franklin salesmen don’t bother looking over fences with that day- 
rg. dreaming light in their eyes. They know that the grass is greenest right where 
ing efi they are. Last year the hundred leading Franklin field associates—the leading 
3 in Aust money-makers—averaged $42,931.88. The 100th man earned $22,644.91. 

The 200th man earned $15,408.00. And the 300th received $11,706.05. 
lers’ attoj (Figures as reported to Internal Revenue Service.) 
uld not r 
vestigati That's lots of alfalfa! 
re not “ry 
inder ai So if you are suffering from wallet-anemia, and have developed a roving 
oe eye for the fields beyond the fence, take a look at a Franklin Agency contract. 
es It assures contentment, with an ample supply of “long green.” 
or n 

Ws. 
nt dist 7 
agree i An agen cannot long travel at a faster gait than the company he represents 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
ana DISTINGUISHED SERVICE SINCE 1884 
ibook One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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A Selling Slump Can Be 
An Agents Best Friend 


Far from being a sign that a man 
is hopelessly unsuited for life insur- 
ance seijing, a sales slump may be the 
jolt that he needs to put him on the 
real success track, according to Frank 
E. Brennan, general agent of New 
England Life at Kansas City. He tells 
why in the following article from the 


company’s field publication, the Pi- 
lot’s Log. 

If three weeks have elapsed since 
you either paid for a case or submitted 
a prepaid application (submitted cases 
don’t count), you are in a slump! You 
had better stop everything and do 
something about it—and now! Many 


agents feel that a slump is an indi- 
cation that they are not suited for 
business. Actually, a slump is the 
making of most successful life under- 
writers. 


Slumps Natural 

While a slump is a very difficult 
experience, the ability to break out 
of it is usually a proving point on the 
road to success in our business. At 
Million Dollar Round Table meetings, 
I have learned that most of the mem- 
bers experience one or two rather se- 
vere slumps every year, but they ac- 












Guarantees: 


1. Increasing Monthly Income Benefits to Beneficiaries 
2. Increasing Yearly Death Benefits to Beneficiaries 
3. Completion of Premium Payments on Insured at Age 65 


THERE IS NO OTHER PLAN LIKE IT ON THE MARKET! 


We've spelled out Kansas City Life’s answer to the “fixed-dollar” 
arguments in the next column. We think you'll find it interesting. 


KANSAS CLTY LUNE 


DID YOU SAY... 


"ALi 


\ 


“THE ECONOMIC PROTECTOR” 


Home Office/Broadway at Armour/Kansas City, Mo. 
Represented in 41 States andthe District of Columbia 


Life Insurance 
t Dollars 
Can't Combat 


Increased 
SF Cost of Living’ 


“4 They can at Kansas City Life! 
Kansas City Life’s Exclusive Plan 


INSURANCE 
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cept them as being natural and cap 
italize on them by forcing themselve 
to take corrective action. 

I think that the basic value of; 
slump is that it alerts us to the fa 
that something is all wrong in our op 
eration. Maybe we are off in our pro 
cedures or personal organization. May. 
be we have become conceited ang 
overbearing almost to the point of ar. 
rogance about our ability to sell li 
insurance. This telegraphs itself to th; 
clients. 

I remember one time when I wa 

(CONTINUED ON PAGE 21) 


The 

Economic Protector 
protects the bene- 
ficiaries against rises 
in living costs in the 
years ahead in these 
ways: 


If the insured dies be- 
fore he is 65 


Cash payment is made 
to Beneficiary. Amount 
of this payment is guar- 
anteed to /ncrease at the 
rate of 2'/o% of itself for 
each year between date 
of the policy and date of 
the Insured’s death. 


plus 


Monthly Income Pay- 
ments to Beneficiaries. 
Beginning when Insured 
dies before 65th birth- 
day. Payable in amounts 
guaranteed to Increase at 
the rate of 2'/2% of them- 
selves for each year be- 
tween date of policy and 
date of each payment. 
Payments continued 
until date the Insured 
would have been 65. 


If the insured lives to 
age 65 or older 


All Premiums are Paid 
at age 65. But, the 
amount of fully-paid-up 
insurance (Paid in one 
sum on death of the in- 
sured) at age 65 is also 
guaranteed to continue 
Increasing at the rate of 
21/2% each year after the 
insured is 65 for the in- 
sured’s entire lifetime. 


KANSAS CITY LIFR 
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WHAT 
iT CAN 
MEAN TO 
YOU 





OMEDAY you may wear this key and when you 
do the initials C.L.U. will appear after your 
name in print—on your business card. 


It’s a very important designation, that of Char- 
tered Life Underwriter, and you earn it by proving 
that you qualify by experience, moral character 
and by long and thorough study of insurance and 
its many allied subjects. 


In order to earn your key, you must have passed 
demanding examinations in all forms of life and 
health insurance as well as in related areas of law, 
taxation, economics and finance. 


This means that the American College of Life 
Underwriters has found you qualified to give insur- 
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ance advice and service precisely shaped to your 
clients’ needs—to solve complex problems of busi- 
ness and group insurance. 


Each year, more and more experienced life un- 
derwriters study for the C.L.U. designation. They 
do it because they are proud of their profession, and 
want to bring an ever higher degree of competency 
and skill to it. 


Metropolitan Life 
INSURANCE COMPANY 
A MUTUAL COMPANY 
1 Madison Ave., New York 10, N.Y. 
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Buying Annuity With 
Proceeds Avoids Loss 
Of Veteran’s Benefit 


Use of an income option for the pro- 
ceeds of a policy may reduce or elim- 
inate the government benefits a vet- 
eran’s widow would otherwise be en- 
titled to, but this can apparently be 
avoided, under present Veterans Ad- 
ministration regulations governing 
non-service-connected deaths, by the 
purchase of a single premium annuity, 
according to Donald J. Reap, vice- 


FieNATIONAL UNDERWRITER 


president of the Teare agency of Con- 
tinental Assurance at New York. 

This interpretation was confirmed 
by a VA representative queried by 
Mr. Reap. 

The reason for this different treat- 
ment of annuities and settlement op- 
tions is that the law exempts certain 
types of income in computing the 
widow’s “other income” and hence the 
amount of income, if any, that she 
would be entitled to from the govern- 
ment under the benefit program for 
non-service-connected deaths of vet- 

(CONTINUED ON PAGE 27) 


450 At Florida Agents 
Annual Meeting; David 
Blatt Named President 


David J. Blatt, Mutual of New York, 
West Palm Beach, was elected presi- 
dent of Florida Life Underwriters Assn. 
at its annual convention in Clearwater, 
which was attended by some 450 mem- 
bers. Mr. Blatt succeeds Horace S. 
Smith Jr., Fidelity Mutual Life, Tampa. 

Other officers elected were Herbert 
Brinkley, Independent Life, Tallahas- 
see, senior vice-president, and D. C. 
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ASSURANCE COMPANY 
HEAD OFFICE - WINNIPEG, CANADA 


WIDE RANGE 
OF QUALITY 
CONTRACTS 


BROKERAGE 
STAFF, SERVICE 
IS “A MATTER 
OF PERSONAL 
PRIDE” 
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Moon, Southern Life & Health, Wey 
Palm Beach, secretary-treasurer. 

Regional vice-presidents elected wer 
Michael Murray, Equitable Society} 
Pensacola; C. C. Traylor, Gulf Life? 
Quincy; Martin Fryer, Volunteer Stat; 
Life, Jacksonville; James Squires) 
Piedmont Southern Life, Ocala; John 
Harrison, Gulf Life, Orlando; Les Me} 
Ewen, Penn Mutual Life, St. Peters.) 
burg; John Woot, Connecticut Mutual 
Life, Palmetto; B. M. Stewart, Inde. 
pendent Life & Accident, Fort Lauder. 
dale, and Marvin Benson, Aetna Life 
Miami. 
Membership At Record Level 

Mr. Blatt, as membership chairman, 
reported that the association’s mid.) 
June total of members had reache? 
over 4,700, a record, and that the goal! 
for the year is 5,000. 

Legislative Chairman Willis H. Par. 
ker, Independent Life, Jacksonville 
said that the Florida department j; 

















David Blatt, Mutual of New Ye 
West Palm Beach, the newly electe 
president of Florida Life Underwriten 
Assn., right, is congratulated by 
outgoing president, Horace S. Smit 
Jr., Fidelity Mutual Life, Tampa, 4 
the association’s annual convention 
Clearwater. 


holding the line on credit life limi 
to $5,000 on loans up to 36 month 
duration and is making strides in ¢; 
tablishing rate regulations to cur 
abuses in the credit life field. 
Speakers at the convention includ 
ed William Hamrick, senior vice 
president of Gulf Life, and Gar 
Cutini, director of agencies of Life ¢ 
Georgia. 
Association Awards 
At the annual banquet, Jacob | 
Bryan 3rd, president of independer 
Life & Accident, was named the 3 
sociation’s man of the year for signin 
up a majority of his company’s fiel 
force in the association, James Fogartj 
Acacia Mutual Life, Jacksonville, v 
awarded the C. G. Snead memorid 
award and silver tray for his work i 
helping to get the legislature to pas 
a state insurance code. 
At the Florida General Agents 3 
Managers Assn. election, Phil Clarke 
Equitable of Iowa, Orlando, was namé 
president; Scott Lee, New York Li 
Tampa, vice-president, and Crowé 
Sexton, Metropolitan Life, Jacksonvi 
secretary-treasurer. 
Speaker at the GAMA luncheon wW 
Richard Ward, vice-president of Equi 
table of Iowa. 


Oakland GAMAs Elect 


Harry Lyon President 
Harry N. Lyon,! Fidelity Mutu 
Life, has been elected president ¢ 
Oakland (Cal.) General Agents & Ma 
agers Assn. Richard W. Johnson, LD 
coln National Life, was named vit 
president and J. H. Kelly, Occident 
Life of California, secretary-treasulé 
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Picture of a man making up his mind 
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What he decides is his business. Providing him with 
everything he needs to arrive at a wise decision is our 
business. At least that’s the way we look upon C.L.U. 


training for our agents. 


We make available to every New England Life agent 
flyers and brochures prepared by the society. And 
keep our General Agents posted on important C.L.U. 
affairs so that they can advise their agents knowl- 
edgeably. We make pertinent information available 
to every New England Life agent. Then, if a man 
decides to embark upon C.L.U. training, we consider 
it part of our business to offer all the encouragement 


















we can, which includes the defraying of much of the 
expense of books and examinations. 
We sincerely believe the C.L.U. designation raises 
the stature of an agent .. . and thereby the stature of 
his company and the entire industry. But the de- 
cision is the man’s — and his alone. 


NEW ENGLAND 
Muital LIF E fae ey 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA *¢ 1835 


125th Anniversary of Our Charter 
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NIA To Look At 
Prospects For 1960s 
At Detroit Meeting 


With the emphasis strongly centered 
on the prospects of an enlarged and 
broader scope of operations for its 
member companies—all owned and op- 
erated by Negroes—National Insurance 
Assn. will hold its 40th annual con- 
vention in Detroit at the Sheraton- 
Cadillac Hotel, July 25-29. 

A panel and two speakers will dis- 


FieNATIONAL UNDERWRITER 


cuss this aim Thursday morning, T. P. 
Harris, president Chicago Metropoli- 
tan Mutual and the association’s pres- 
ident, presiding. The panel will be 
under the chairmanship of J. D. Gran- 
tham, Chicago Metropolitan Mutual. 
The speakers will be Warren H. Brot- 
hers, Louisiana Life, “A Medium Size 
NIA Company Plans For The 60s,” 
and Vivian Henderson, Fisk Univer- 
sity, “The Business Climate of The 
60s.” 

Asa T. Spaulding, president North 
Carolina Mutual Life, will deliver the 

(CONTINUED ON PAGE 14) 


Two Insurers Offer 
Stockholders Some 
Words Of Advice 


Stockholders of two of the newer 
midwest life companies this month 
received letters that contained inter- 
esting paragraphs relating to the price 
of their company’s stock. 

President William E. Long of First 
United Life of Gary (began business 
1956) advised his stockholders: 

“We have learned from some of our 

























































Today, more than ever, Atna Life 
representatives on their way up 
realize that sound training is 
vitally important in serving their 
clients. That’s why so many are 
taking advantage of AEtna Life’s 
intensive training program. This 
five-step course equips AEtna Life 
representatives for every phase of 
life underwriting necessary for a 
successful life insurance career. 


1 Basic Estate Control Plan School. A four-week 
course at the Home Office with expert instructors 


teaching proved sales plans. 


2 Career Course. Under the general agent’s 
supervision, field work is combined with text 


book study. 


3 Advanced Training. Business insurance and 
tax courses at the general agency supplemented by 


field schools and clinics. 


4 C.L.U. Participation. The company provides 
financial assistance for text books and examinations. 


5 Leaders Seminars and Regional Meetings. Men 
who qualify exchange ideas with other top salesmen, 
Home Office personnel and prominent men from 


business and industry. 


Etna Life Trains for Success 


ETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Company 


The Standard Fire Insurance Company * Hartford 15, Conn. 


THIS MAN REFUSES 
TO STAND STILL IN 
THE LIFE INSURANCE 


BUSINESS 
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stockholders that they have been ap. 
proached by some promotional stock 
salesmen, who attempt to negotiate a 
trade of First United stock for the 
new issue which he happens to be ped. 
dling at that time. One stockholde 
was approached to trade his Firs 
United stock on the basis of $5 for 
his stock for the stock of a newly 
formed company at $3. Of course, the 
salesman would receive a commission 
on the $3 stock and then in tun 
would sell the First United stock ata 
price of 50 cents to $1 more and mak. 
ing a nice profit both ways. Since 
there are more new companies being 
formed all the time, this operation jsf 
quite common. It appears, there are 
some stockholders who fall for this 
sales pitch. Furthermore, there are 
some small brokerage houses who 
circulate post cards, and some haye 
indicated their bid and asked price 
for First United stock, which are no 
in line. I doubt if they have either the 
stock to sell at these prices or order 
to buy. They are merely soliciting 4 
transaction which, of course, would 
produce some profit for the dealer” 

Consumers National Life of Evans. 
ville (began business 1958) _ stock. 
holders were told by Hornsby Mims 
executive vice-president: 

“We have received a number of re. 
ports that various rumors are bein 
spread regarding the status and futur 
of your company, some of which hay 
been accompanied by attempts to buy 
stock in the company at a low pri 
or trade it for other securities. We 
shall be glad to furnish you at any 
time any information you may desir 
to know about your company. Please 
therefore, do not rely on gossip 0 
rumor, but make inquiry to us. Wé 
should also appreciate your reporting 
any such rumors or adverse state: 
ments that may be of concern to you." 




















Kansas City Life Sets 


June Production Record 

Kansas City Life broke all Jum 
company production records las 
month with a total volume of $17,871, 
928. This figure represents an increasj 
of 16% over June 1959. 

For the first six months, the com} 
pany’s written volume totaled $105, 
021,558, a gain of 9% over the compar 
able period last year. 


Richmond Estate Planners Elect 


Estate Planning Council of Rich 
mond, at its annual meeting, electei 
the following officers: William L. Nich 
ols, trust officer of the Central Na 
tional Bank, president; Raymond 
Williams, Northwestern Mutual, vice 
president; Robert L. Gordon Jr., vice 
president and trust officer of First 
Merchants National Bank, treasure 
William W. Ray, Massachusetts Mut 
ual, secretary, and James H. Neill 
Aetna Life, and H. Brice Graves, a 
torney, both members of the execu 
tive committee. 


po 


VARIABLE DOLLAR 


counsel and aids on 
sales training, advertis- 
Tate We- Vale Maat-1actal-latoliiare| 
























KALB, VOORHIS & CO. 


Members: New York Stock Exchange 
American Stock Exchange (Assoc.) 


1037 Woodward Bldg., Washington 5, D.C. 
REpublic 7-2424 




















6, 1960By 16, 1960 


een ap. 
al stock 
Otiate a 
for the 
be ped. 
‘kKholder 
is First 
$5 for 
1 newly 
irse, the 








e State. 


to you.’ 


d 
1 = June 
ds las 
$17,871; 
increas 


he com 
d $10, 
compar 





lect 


f Rich 
electei 
L. Nich 
ral Na 
nond 
al, vice 
r., vice 
First 
‘easure 
tts Mut 
1. Neill 
aves, at 
» exec! 











H. Lee Minton, Jr., CLU 
Eau Claire, Wisconsin 


Travelers ‘‘millionaire’’ for 
the last three years and 
member of the MDRT 
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Confidence in Life Underwriting 


To be a success in insurance you must be confident. To 
be confident you must know your business well. 


My training as a Chartered Life Underwriter gave me 
confidence, in my product, in my ability to advise correctly, 
and to sell successfully. 

CLU studies widened my horizons, enabled me to work 
in estate analysis, deferred compensation, trust planning and 
other highly remunerative and skilled fields. CLU made it 
possible for me to work successfully with businessmen of all 
ages whose reservations about my youth disappeared once the 
interview got underway. Many expressed their confidence by 
turning over all their insurance matter to me, life, accident 
and health, pension and group plans, casualty and fire lines. 
(As a Travelers Agent, I write all forms of insurance and can 
rely on Travelers field men for expert help on any insurance 
matter.) 

Today the CLU designation is more important than ever. 
If you sell Life, and are not a Chartered Life Underwriter, 
I strongly suggest you begin your studies this fall, for knowl- 
edge, confidence and success. 


THE TRAVELERS 


Insurance Companies arrroro 15, connecticut 
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NIA To Look At Prospects For 1960 


(CONTINUED FROM PAGE 12) 
keynote address Wednesday morning 
following regional directcr reports by 
H. H. Southall, Southern Aid Life; Ar- 
thur Knight, Unity Mutual Life; Ben- 
jamin J. Johnson, Peoples Life of New 
Orleans, and C. O. Hollis, Pilgrim 
Health & Life. Mr. Harris will then 
present his president’s message. 

The spotlight will be on various 
award winners Wednesday afternoon 
—an awards luncheon will be held and 


trophies presented to Quarter Million 
Dollar Round Table winners. L. C. 
Blount, president Great Lakes Mutual 
Life, will offer a “Salute To Top Pro- 
ducers.” 

Following committee reports (bud- 
get & finance; constitution & by-laws; 
membership; grievances; time & place, 
and others) Thursday morning, Mur- 
ray J. Marvin, executive director NIA, 
will speak on “Policy Thrust—A Must,” 
and David Abner, Texas Southern 


University, “NIA Companies’ Experi- 
ence—A Review of the 50s.” 

A fellowship luncheon is scheduled 
for Thursday afternoon at which the 
main speaker, Raymond B. Ebbert 
president Burroughs Corp., will be in- 
troduced by C. C. Diggs Jr., president 
Detroit Metropolitan Mutual. The ban- 
quet will be held that evening, the 
speaker being Louis E. Throgmorton, 
vice-president Republica National. 

The closing session Friday morning 
will feature various reports and instal- 
lation of officers. 


.... wWhat’s your reason? 


\ OU can probably think of many reasons for not embarking on the C.L.U. study program 
this fall. One of the best is “lack of time.’’ Then there’s the effort it takes in keeping up with 
assignments each week and the work of reviewing for examinations. Besides, you’ve probably 


heard somewhere that the C.L.U. program has more to do with such theoretical things as 


economics than it has to with such practical things as salesmanship. 


But wait a minute. It’s not just happenstance that a significant number of almost any 


life company’s top producers are C.L.U’s. 


And the reason is this: The C.L.U. program stresses the concept of professional service to 
the life insurance-buying public. And in preparing men to render such service, it provides them 
with the background and knowledge to use life insurance creatively in serving their client’s in- 


terests. Salesmanship is important—there’s no question about that. But creative selling, fortified 


with professional standards, produces bigger and better results. 


If you don’t plan to enroll in the C.L.U. study program this fall, make sure you've got 


a reason—not an excuse. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL 
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INSURANCE COMPANY OF MINNEAPOLIS 
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Lincoln National 
Increases Limits, 


Has Other Changes 


At a series of sales seminars in fo 
major cities, Lincoln National 
announced a number of changes j; 
policies, riders, etc. Included among 
these are: 

—Non-medical limits increased 
A&S, guaranteed-renewable, guaran 
ted-premium. 

—Non-medical limits increased 
life policies covering specified ag 
ranges, and term insurability ride 
limits are increased. 

—Family policy now available wit, 
aviation exclusion rider. 

—Lower single payment annuity 
rates. At age 65 the reductions are jy 
the range of 4% to 17%, depending 
on sex and type of annuity. At othe 
ages, the reductions are as large a 
21%. The greater reductions are f 
refund annuities as opposed to life an 
nuities, for women, and at the olde 
ages. 

—More liberal cash, paid-up, anj 
extended values in many ordinary lif 
policies, both par and nonpar, issuej 
after about July 15. Increases wil 
show up in the earlier policy years fo 
nonpar ordinary life for all amoun 
at ages over 20 and for par ordinar 
life at all ages for amounts of $15,00 
or more. Present values are being re 
tained at the younger ages under non 
par and for smaller amounts under pa 

—Term-insurability rider now avail 
able with junior estate builder policy 
Ultimate amount of junior estat 
builder will be basis for determinir 
rider limits. A two-unit or large 
junior estate builder can include | 
units of the rider. 

—New pension trust manual ha 
been completely revised and stream 
lined, and now will include profi 
sharing and group annuity section 
In addition, one-day pension semina 
will be conducted in 30 cities through 
out the U.S. during the next | 
months. 

—A new type of underwriting no 
will be used for individual policy pen 
sion and profit sharing trusts involy 
ing 10 to 24 lives. It will be calle 
“special issue” and replace the “si 
plified underwriting” formerly avai 
able on these cases. Under special i 
sue the company may offer to con 
sider guaranteed issue up through ag 
55 subject to physical examination 
on questionable cases. The maximu 
limits for such guaranteed issue w 
correspond to the company’s ne 
group life maximums. 


Burton Holmes Feted On 25th 
Anniversary With Aetna Life 

Burton C. Holmes, Columbus get 
eral agent of Aetna Life, was honor 
on his 25th anniversary with the com 
pany at a party given by his asso¢i 
ates. Mr. Holmes, who has been get 
eral agent at Columbus since 1949, w 
presented a silver plate by Superil 
tendent Edward O. Stowell of Oh 
Mr. Holmes joined Aetna Life at 
wark, and subsequently was assistal 
general agent at Boston before bei 
named general agent at Columbus. 5 
is a past president of Columbus Li 
Underwriters Assn. 
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Security-Connecticut Ordinary 
Sales Gain 56% In Six Months 


Security-Connecticut Life’s ordinal c 
sales increased 56% during the first 9 
months of 1960. New first year ph 
miums increased 67% during the sal 
period. 
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Enjoy Wonderful 
FULLY PAID 
CONVENTIONS 


For Man and Wife! 


National Reserve Life’s 
Conventions are highlights 
of enjoyable activity. 
Carefully planned and held 
in popular and attractive 
places—every moment is 
filled with pleasure and 
worthwhile events. 
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Balancing social activities 
are informative, helpful 
seminar sessions and 
featured talks by nationally- 
known speakers. 
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Enduring as Rushmore 











If you are ready for General Agent opportunity, 


Chairman of the Board 
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Seidman Warns On Financed Insurance 


(CONTINUED FROM PAGE 6) 
reacquisitions by the company. 
“Those are areas where we find that 
we, rather than you, are the ones that 
are propelling the client into the con- 
sideration of insurance.” 


Office Cooperation Program 


Saying that there is a great deal that 
agents and accountants can do to- 
gether on behalf of their mutual cli- 
ents, both individually and through 
their respective associations, Mr. Seid- 


man suggested the following five-point 
program: 

1. The two organizations should ex- 
change platforms. 

2. They should exchange columns 
in their publications. Mr. Seidman in- 
vited the Round Table to submit an 
article to the Journal of Accountancy 
on “The Insurance Man Looks at the 
CPA.” 

3. There should be joint cooperation 
meetings of selected representatives 
from the two national organizations. 


4. Similar meetings should take place 
on the state or chapter level. 

5. At these meetings there should 
be an unrestrained discussion of re- 
spective points of view, with no holds 
barred, and the results should be pub- 
licized to the entire memberships of 
both organizations. 


Can’t Be ‘Pushers’ 


“We cannot be ‘pushers’ or ‘finders’ 
for one another, but the effect of such 
a program will inevitably be to pro- 
mote the welfare of our respective 
clients and therefore our respective 





For GUARDIAN’S 





BIRTHDAY 








(00 Culla-eud Ou hou ow! 


The GUARDIAN Leader’s Club will meet 
at the Waldorf-Astoria during the week 
of July 18th to commemorate the birth 
of our company a Century ago. 


The cake we cut will have 101 
candles; 100 to mark the end of our 
First Century of service—and one more 
to symbolize the start of an even 
bigger and more productive Second 
Century. 

A Centennial Anniversary is a fitting 
time to pay grateful acknowledgement 
to the many people who have helped us 
place every candle: 

—to the founders of The GUARDIAN, and 
to the thousands of men and women in 
the field force and home office who have 
worked and are working to achieve their 
ideals and objectives, 


—to the general insurance brokers who, 
through the years, have helped their 
clients purchase GUARDIAN protection, 


—to our policyholders, who have placed in 
our hands their hopes and dreams for a 
bright future for themselves and their 
loved ones, and 


—to our friendly competitors in other com- 
panies, who make us proud to be a part 
of the insurance business. 


Thanks to all of you. Wehave high 
hopes that our Second Century will 
outstrip the First. And we are preparing 
for it with a new Annex to our home 
office, to help us accommodate the 
growth expected in the years ahead. 
Life insurance is a great life. 


The GUARDIAN Life insurance Company OF AMERICA 


A Mutual Company 


Park Avenue South at 17th Street, New York 3, N.Y. 


LIFE e ACCIDENT & HEALTH @e PENSION PLANS e GROUP 


INSURANCE 
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| 
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mutual welfare,’ he concluded. » 
Earlier in his talk, Mr. Seidman sage dvis 
accountants have more opportunity ; (CON 
be of material help to agents than vig curre 
versa—“and that’s fine with us, by Fi the a 
cause any time we can help you y aise a 
are helping our clients. The nature @ * 5 th 
our work is such that we must obser oe bo 
our clients and their financial affaiy ion 
at close range. We, therefore, frd Shes C 
quently sense the need for insurance! x and a 
Recommend Calling Agent In quidity 
“We are required to be experts if* _ ~ 
financial statements,” he continued?! °° 4 4 
“We recognize that we have no speci#r eset h 
competence in dealing with human lif comp ae 
values. For that, we recommend th; eath, “7 
the insurance man be called in. ee. 
“We also have the responsibility @" .° ti 
reviewing proposals initiated by th agen 
insurance man or the client, from D pay ces 
tax, accounting or financial standpoin/ oubled wv 
To make such reviews we must } 02. 
knowledgeable in this area. We recog were 
nize that not all CPAs have ths wy 
knowledge. To them we urge gre we . 


caution so that your proposals are ng 
vetoed arbitrarily or out of ignoranceffyoss-Ow? 
















Provident Mutual Has New 
A&S Plan, Pension Program 


He col 
ith his 
ould bu: 
leath. Cro 


And Term Dividend Optionfisus!y bs 
Provident Mutual Life has intrg’'8 ae 
vailable 


duced a hospital-surgical policy whid 


is guaranteed renewable for life, ; purchase 




















issued to age 60, and is available on™'™* et 
first-dollar coverage basis or with But yn 

$25 or $50 deductible. jo use 
Daily hospital benefits of up to $ime® agen 
and surgical benefits with a choice @” ft * 
maximums of $200, $300 and $400 aqp2s been | 
available under the new policy. IndgUT@nce ™ 
vidual and family plans are issued exp its Te2 
cept in a few states where approvig Obvious 
is pending. Owners of old policies amp® passed 
by the sim 


being given the privilege of convert 


ing to the new plan. raise in : 

Also being introduced is a pensiggp™& his 
program, which provides pension anges Tee 
death benefits for employes of smalle nternal ] 
unincorporated businesses. IndividugP® 8!VN8 
life policies and annuities are issue payable tc 
under this program. han salar 

Provident Mutual has also inauggle by tt 


reasonab] 


urated a revised and more flexibl _ 
nd if his ' 


term dividend option, which provide 
that the balance of the current divigshe corpot 
dend remaining after purchase of temrcOnomy 1 
additions may be left with the commmoney for 
pany to accumulate at interest, mag™8 .corpor 
be applied toward payment of curret his purpo: 


premiums or taken in cash. Dvercomir 
i -* i As f 
Citizens Of N. Y. Writes Bocting 
College Fraternity Plan ith regan 
A life insurance program coverii™°U io 
Beta Sigma Rho, national fraternit; er vas 
has been inaugurated by Citizens Lif ™ va 
of New York. Under the programm’ 58 , 
members receive a $1,000 individ ae sl 
policy on a guaranteed issue, non-meige"4 he wil 
ical basis. gt net ti 
In April of the undergraduate’s set ow, le 
ior year, the policy is automaticall eness t 
increased to one with a $10,000 fad eae OF 
amount. The program is also beifl nn Be 
offered to alumni members in amount tn ag 
up to $10,000. re heath. Age 
Interstate L.&4A. Advance maga 
Premium Discount Now 442% hat this rz 
Interstate Life & Accident hag First of 


raised the discount rate on premium forporate 
paid in advance to 442%, an increase @fonstitute 
2% percentage points. Premiums még think th 
be paid up to 19 years in advance, ™Mecisions i 


a total of 20 premiums may be paid fresh on tl 
one time since the currently due al@problem v 
nual premium is included. Interest Mjwell as t 
compounded annually and the mini@@iability t 


mum amount paid in advance is $104t the tim 
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ortunity (CONTINUED FROM PAGE 5) 

Is than vig ren currently active in the business. 
ith us, } If the client has an estate too small 
‘Ip you w ) raise a federal estate tax problem, 
e nature ¢ erhaps the best thing for him to do is 
ust obse VEmply to bequeath his stock in the 
cial affaiy roportions that his business sense 
efore, fre ictates. On the other hand, if estate 
insurances. and administration costs cause a 
In quidity problem in his estate, then 
experts ie ©” bequeath all of his stock ex- 
contina spt for an amount to be liquidated 





“@, satisfy his needs. If this is to be 
complished by a redemption at his 





nos 











en Jeath, and if the redemption can be 
iin,  gralified under section 303 (the sec- 
asibility on of the code having to do with 
al te Gistributions in redemption of stock 
it from! p pay death taxes), then we are not 
standpoin oubled with the problems of section 
ween "™@ However, suppose the client wants 







is business interest completely liqui- 
lated at his death and the resulting 
nds passed on to his family. 


have thi 
irge greg 
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enorance#ross-Owned Life Insurance 


He could reach an _ agreement 
s New frith his co-stockholders that each 
vould buy out the others’ stock at 
ogram eath. Cross-owned life insurance ob- 
Option riously becomes the vehicle for satis- 
ving this need because it makes 
vailable the dollars to satisfy the 
burchase obligation precisely at the 
ime the purchase obligation arises. 
But what of the desire of the client 
use the corporate dollar to buy 
e insurance and not his own money? 
choice @f" fact, this piece of sales psychology 
| $400 an has been a favorite gambit of the in- 
icy. Ind urance man for some time now. Let’s 
ssued exist its reality. j 
approvag Obviously the corporate dollar can 
licies ape Passed to the stockholder-employe 
converte the simple expedient of giving him 
raise in salary. True, if the raise will 
1 pensior bring his salary beyond the point of 
ision an@peing “reasonable” in the eyes of the 
f smallnternal Revenue Service, you may 
be giving him income which will be 


las intr 
icy whi¢ 
yr life, j 
lable on 
or with 















up to $2 

















ndivid : aie 
re issy@payable to him as a dividend rather 


han salary and therefore not deduct- 
o inauggble by the corporation. However, if 

flexibi@Teasonableness” is not a _ problem, 
provide nd if his top tax bracket is lower than 
ent divgshe corporation’s bracket, then a tax 
© of termeconomy is effected by giving him the 
the com@money for premiums rather than hav- 
est, g corporation money go directly for 
f curremiis purpose. 


Dvercoming The Block 









As for the sales technique in re- 





tes ssuring the client who has a block 
In with regard to using his own money, 
covering °U Can simply tell him that the cor- 
~aternl boration’s dollars are actually being 
ated Ps sed but they are being passed through 
prograll his salary account so that the corpora- 
\dividuatO Will get a deduction in its bracket 





nd he will have taxable income in his 
or a net tax advantage. 

te’s a Now, let’s assume that the reason- 
nakial bleness test can’t be met or, for one 
000 famec2SOn or another, it is determined 
o beingetat the corporation and not the co- 
amoill ockholders perhaps ought to be the 
purchaser of the client’s stock at his 
leath. Again it is logical to fund the 
purchase obligation with life insur- 
Ance, but let’s examine the problems 
hat this raises. 

First of all, does the payment of a 
orporate premium for this purpose 
rease @fonstitute income to a stockholder? 
ms ma think that. what with the appellate 
ance, @@ecisions in Prunier, Sanders, etc. still 
paid afresh on the books we can dismiss this 
jue al@roblem without further comment as 
erest vell as the problem of income tax 
> min@iability to the surviving stockholder 
is $100%t the time of redemption. This latter 
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MZdvises On Stock Purchase Sections 


aspect, dealt with in a case called 
Holsey, was confirmed by the com- 
missioner in TIR-115 (see Rev. Rul. 
58-614, CB 1958-2, 920). The premium- 
dividend decisions, incidentally, were 
also accepted by the commissioner per 
TIR-115 (see Rev. Rul. 59-184, CB 
1959-1, 65). 

As to money to pay premiums in 
these corporate redemption situations, 
I just want to point out the corollary 
of what I said before on cross-purchase. 
If the corporation is in a lower tax 


bracket than the individual, it is better 
to use corporation money for premi- 
ums than to pay out money to the in- 
dividual for him to use. 

There is a further disadvantage to 
these redemption agreements as op- 
posed to cross-purchase, and that is 
what is known as “the basis problem.” 
For example, suppose that A and B 
put $20,000 each into the founding of 
the X Corp. 15 years ago. Last year X 
Corp. stock had a total fair market 
value of $600,000. They entered into 
a stock redemption agreement, funded 
by $600,000 of life insurance, whereby 
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X Corp. would buy the stock of the 
deceased stockholder for $300,000. 
Now, B died and the corporation 
bought his stock, leaving A as the sole 
surviving stockholder of a corporation 
worth $600,000. Since A’s original cost, 
or basis, for his $600,000 of stock is 
$20,000, he now has a potential capital 
gain of $580,000 if he sells his stock to 
somebody else. On the other hand, 
if A and B had purchased cross-owner- 
ship insurance, then, at B’s death, A 
would have bought B’s stock for the 
same $300,000 of insurance proceeds, 
but A’s basis for $600,000 worth of 
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permanent copy! New Quality of Reproduction m the CORMALITE Line of papers and 
supplies gives you the finest quality reproductions, are permanent photo-accurate 
copies of the original! New Beauty m designed in the modern style by Raymond Loewy 
Associates in lustrous, two-tone, unbreakable Styrene cabinet. Blends tastefully with 
any office decor! Guaranteed m the New Cormac “500” carries the famous Cormac 
Service Guarantee. It is available NOW through Cormac’s nation-wide sales-service 
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démonstration in your office at your convenience. 
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copying machines. Th 


fers new and exclusiv 
advantages that greatl 


strument you can buy. 


CORMAC PHOTOCOPY CORPORATION 
80 Fifth Avenue, New York 11, N. Y. 


0 Yes, I’d like a 5-minute demon- 
stration of the New Cormac “‘500”, 


(0 Rush further information on the 
“500” and the FREE SELECT-O- 
MASTER OFFICE SYSTEMS 
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“500” is an exciting new 
development in photo- 
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result of many years of 
applied research, it of- 
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simplify and speed up 
your office copying work. 
Here are the features that 
make it the most effi- 
cient, economical and 
versatile photocopy in- 
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out in front 


e A Bankerslifeman is our contact with the public. The impression 
° he creates is a reflection upon himself .. . our Company .. . and 

the entire insurance industry. He is truly the man who is “out 
® in front.” 
@ 

This is why we carefully choose and thoroughly train every 

° Bankerslifeman. He is taught to take a professional view of his 
e work—service becomes his watchword. He is given a thorough 

knowledge of life insurance and its many uses so he may have 
ad both the desire and the skill to give competent counsel and 
e service. 
e 

A Bankerslifeman knows he is “out in front” in another way— 

9 he knows his Company is one of the true pioneers in developing 

new ideas to fit the changing needs of the public. He is proud to 
r say he was the first to carry the now popular Guaranteed Pur- 
e chase Option and the Wife Protection Rider in his brief case. 
e @ 

BANKERS COMPANY 
a DES MOINES, IOWA 
e 





stock would be $320,000 and his po- 
tential capital gain would be $280,000 
instead of $580,000. 


Unreasonable Accumulation 


There is one further problem in the 
redemption cases that ought to be 
at least looked at before we move into 
the 302 problems. That is the problem 
of the cash values of the corporate 
owned life insurance being considered 
an unreasonable accumulation of sur- 
plus beyond the needs of the business. 
In small cases there would be no real 
problem because surplus must be more 
than $100,000 and be in excess of the 
“reasonably anticipated needs of the 
business” for this tax to be assessed. 

In the larger case, it would probably 
depend upon whether continuity of 
harmonious business management is a 
business purpose of the corporation. 
Without going into more discussion at 
this point I would like to refer you 
who would be interested in the further 
exploration of this problem to three 
cases: Pelton Steel Casting Co., 28 
TC153, 251 F. 2d 278; Mountain States 
Steel Foundries, 18 TCM 306; Eme- 
loid Co. v. Comm., 189 F. 2d 230, rev’g 
14 TC 1295. 

By the way, if the accumulated 
earnings tax is assessed, because earn- 
ings are deemed unreasonable, it will 
call for payment, in addition to the 
corporate tax, of 274%2% of the ac- 
cumulated taxable income not in ex- 
cess of $100,000, plus 38142% of the ac- 
cumulated taxable income in excess 
of $100,000. 

Now, assuming that all the stock 
redemption problems up to this point 
can be solved or are not of sufficient 
consequence to forego the stock re- 
demption method of liquidating your 
client’s stock at his death, let’s look 
at the problem of payment to his es- 
tate being considered a dividend and 
taxable as such to the estate. This, 
then, is the area of section 302. You 
should, of course, note that this prob- 
lem has nothing to do with life in- 
surance and exists whether life insur- 
ance is purchased or not. 


Dividend Or Exchange? 


If an owner of stock sells some of 
that stock to the issuing corporation 
and leaves himself in virtually the 
same position of control that he had 
before, Congress feels that this is 
enough like a dividend to be taxed as 
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ally own 
such. In section 302 there are set forjfignship t 
two tests which are measures of ock atti 
position of control being enouginder sec 
changed after the redemption thg An inte 
Congress felt that dividend consgls constr 
quences were not warranted and sugbreted b: 
a sale should be treated as an eg, in 
change rather than as a dividend. Onfne facts 
of these two tests is that all the stoghoneficiar 
of the shareholder must be redeeme@f,med thz 
in order for the transaction to tyould be 
treated as an exchange. jtuations. 
The tax consequences of divide All of tl 
treatment are different from wned by 
change treatment in two ways. Firgsflee of a 
ly, the income is the entire redemphy his w: 
tion price to the extent the corporgphildren. 
tion has earnings and profits avaigtock actu 
able for distribution, and secondly, @uled not 
is ordinary income. If treated as afbecause | 
exchange, the measure of income jfyas deem 
the gain over basis, normally none ihe childr 
estate redemption cases, and any gaiftion provi 
is taxed at capital gains rates. ock was 
pwned by 
Actually Owned Stock peneficiar’ 
R , ection 31 
ecall, now, we are dealing, by pref. f all 
supposition, with the client who wange".° bid 
to pass to his family the liquidat. en din 
value of his interest in the busines” So 
and not the indicia of ownership 4 — * 
an actual interest in the going buggenouer T 
ness. Therefore, we are dealing wit The oth 
the redemption of all the stock thgpre measu 
his estate will actually own. The sagpeing chat 
of this stock to the corporation by typividend t 
estate-shareholder may not, howgY ‘ispror 
ever, satisfy the test. This is becau bf constr 
a sale of all stock actually owned siigrise, ther 
leaves the estate-shareholder wip! all the 
stock ownership that may be still ggpolder, the 
br the pal 


tributed to it. 

This is the area of section 318. Sto¢ 
ownership will be attributed to 
estate when a beneficiary of the ¢ 
tate owns stock. So, note that we hay 





ially disp 
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A reden 
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now eliminated from the problem ara” _— : 
all the cases where, upon death of tgp’ Me § 
structively 











client, no other stockholder will } 
beneficiary of his estate. It sho 


power an 


oting rati 


be noted, also, that a_ beneficia 
whose interest in the estate has begpefore the 
satisfied, will no longer be considerq'lder ha: 
a beneficiary of the estate for attrib a ~ 
tion purposes. i 

Let’s examine now when stock ow Co 
ership is attributable to an estate. Ag / 
estate is considered as owning af A 


stock actually owned by a beneficiagy | 
as well as any stock constructive 
owned by a beneficiary because ig | 
any stock constructively owned, is ac | 
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ordinary departments. 
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ally owned by someone whose rela- 
re Set forjfionship to the beneficiary makes the 
ures of ek attributable to the beneficiary 
1g enougnder section 318. 

iption tha An interesting example of the reach 
ond conse constructive ownership, as _ inter- 
d and sug preted by the commissioner, is set 











as an ewforth in Rev. Rul. 59-233. Although 
ridend. Omine facts there concern the trust- 
ll the stodheneficiary situation, it can be pre- 
> redeem@iymed that the rationale of the ruling 





‘ion to tyould be applied in estate-beneficiary 
jtuations. 

All of the stock of a corporation was 
wned by a husband and by the trus- 
of a testamentary trust created 
uby his wife for the benefit of their 
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from 

rays. Firg 
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e€ corporsphildren. The redemption of all the 
fits availtock actually held by the trustee was 
econdly, #uled not to be a complete redemption 
ited as afhecause the stock of the husband 









income j#yas deemed constructively owned by 
ly none j@he children under the family attribu- 
1 any gaion provisions of section 318 and this 
ates. ock was again deemed constructively 





pwned by the trust under the trust- 
reneficiary attribution provision of 
ection 318. Therefore, after redemp- 
ion of all its actually owned stock the 
constructively owned all oz the 
vutstanding stock instead of owning 
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. The sagpeing changed sufficiently to preclude 
ion by th Hividend treatment is the “substantial- 
ot, hor disproportionate” test. If, because 
is becaugpt constructive ownership or other- 





wise, there will not be a redemption 






a pf all the stock owned by the share- 
e still ggpolder, then we can look to see wheth- 





pr;the partial redemption is substan- 
ially disproportionate in terms of the 
‘equirerrents of section 302. 
A redemption is deemed to satisfy 
e substantially disproportionate test 
, after redemption, the stock owned 
‘by the shareholder, actually or con- 
; structively, is less than 50% in voting 
power and has less than 80% of the 
oting ratio which the shareholder haa 
before the redemption and the share- 
holder has less than 80% of the come 
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mon stock ratio which the shareholder 
had before redemption. 

The application of these rules in 
connection with the application of the 
attribution rules is somewhat complex. 
If I thought I could give you some 
simple magic, I would be only too 
glad to do it. Instead, I’m afraid that 
I must refer you to the many articles, 
texts and services that have under- 
taken detailed exploration of this area 
as well as to the code, regulations and 
rulings themselves. 

I will, however, come back now to 
some of the rough edges I have left 
exposed. 

First of all, with regard to family 
attribution, you are aware of the fact 
that an individual is deemed to own 
stock owned directly or indirectly by a 
spouse, children, grandchildren or 
parents. You should also be aware 
that this type of attribution does aot 
go beyond the statutory limits. For 
example, a_ grandchild cannot ke 
charged with ownership of his grand- 
father’s stock by virtue of the fact that 
his father is deemed to own the stock 
of the grandfather and the grandchild 
deemed to own the stock of the father. 
In effect then, there is no double at- 
tribution within the scope of the family 
attribution rules. 

Area Where Not Applicable 

Further, family attribution is not 
applicable if all of the shareholder’s 
actually owned stock is redeemed, 
and if within ten years prior to the 
redemption the distributee (estate, in 
our case) did not acquire any of the 
redeemed stock from a person whose 
stock would be attributed to the dis- 
tributee and no _ stockholder whose 
stock would be attributed to the dis- 
tributee acquired any stock from the 
distributee. In addition, after the re- 
demption, the distributee must not be 
interested in the corporation, except 
as a creditor, and must agree not to 
become interested in it except as a 
creditor, or by bequest of inheritance 
within 10 years after the redemption. 

Note, however, that in Rev. Rul. 
59-233 the commissioner ruled that 





CASUALTY COMPANY believes... 


You deserve to OWN your own business—not just rent it! 
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Security Benefit Life, be- 
lieving a Company is only 
as strong as its representa- 
tives, extends to their 
agents and broker friends 
the utmost in service and Home 


Office cooperation. 


Through “Individualized Medical 
Underwriting,” our advanced and 
unique approach to standard and 
substandard risk appraisal, the 
Security Benefit Life agent can 
offer his clients a complete line 
of life and disability plans to 


meet their every need. 


Licensed in most states, Security 
Benefit Life is highly-rated as a 
sound and established Company 
which offers its representatives 
MORE — Home Office assistance, 
up-to-date policies, tested sales 


aids, top commissions and the 


utmost in SERVICE. 


feral, 


MARC F. GOODRICH, CLU 
Assistant Vice President 
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while there cannot be two successive 
family attributions, when the redemp- 
tion is from an entity, such as a trust 
or an estate, stock owned by an in- 
dividual bearing a family attribution 
relationship to a beneficiary will be 
attributed through the beneficiary to 
the entity. And this, though there is 
a total redemption of the stock actu- 
ally owned by the entity, apparently 
without regard to whether the entity 
satisfies the 10 year rules referred to. 


Option To Acquire Stock 


One further point now with regard 
to an option to acquire stock. For con- 
structive ownership purposes such an 
option to acquire an option is deemed 
to be ownership of the stock. And 
stock which may be attributed to an 
individual either as an optionee or as a 
family member is attributed to him as 
an optionee. The reason for this pref- 
erence under the code is the fact that 
constructive ownership by reason of 
family relations is not to be carried 
beyond the relationships specified in 
the statute whereas an optionee is to 
be treated as actual owner, no matter 
who becomes. constructive owner 
through him. 

Now, let’s just catch our breath here 
for a moment and see just what it is 
that all this technical stuff means in 
terms of the working insurance man. 
Can you run right in and sell some 
insurance and leave all the _ tech- 
nical details to be worked out by the 
lawyer later? Perhaps not—or, perhaps 
you can. What about things like who 
should own the insurance? On whose 
life? Can we hurt anybody by put- 
ting insurance in force now? After all, 
if ownership is in the wrong hands we 
know we can always transfer or as- 
sign later on. Sure we can, but at what 
cost to the client? 


your 
opportunities 
are bigger... 


. . . at Shenandoah Life 
—a company with a 
wide range of opportuni- 
ties for competent repre- 
A sentatives of all levels; 
“Os agents, branch and 
district managers. 








Receives Ordinary Income 


Here we have to take a look at a 
provision of the code which says that 
when a policy is transferred for valu- 
able consideration, the transferee, upon 
the receipt of proceeds at the death 
of the insured, receives ordinary in- 
come to the extent that the proceeds 
exceed the consideration (including 
premiums paid after the transfer). I 
certainly wouldn’t want that to hap- 
pen to any client of mine if it could 
be avoided. 

However, 
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G. Frank Clement, C. L. U. 
Vice President In Charge of Agencies 
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through a well-planned life insurance program, tailored especially to fit 
his needs. Our agents find Modern Woodmen's many plans an 
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invaluable aid to intelligent programming. 
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this transfer for value rule and 
ones we would look to here say th 
the rule doesn’t apply where the trap; 


feree is the insured himself or a ¢g 


poration in which the insured is 
officer or stockholder. Let’s exami 
that. 

Suppose our quick sale was to t 
corporation and the subsequent 4 
termination was that the insuray 
should be cross-owned. We would be 
trouble because a_ co-stockholder 
the insured is not an excepted tray 
feree. Suppose, instead, that our qui 
sale was to each individual on his oy 
life. Again, if the subsequent de 
sion is for cross-ownership we wo 
be in trouble. But now suppose 4; 
quick sale was for cross-owned j 
surance. There we seem to be all rig, 
because any subsequent transfer wo 
be to the corporation or to the j 
sured himself. Both of these are @ 
cepted transferees. 


Make The Sale, But 
So, in general, we can make 4g 
sale and then let the lawyer solve 


problems afterward, if the sale is ma 
at the outset on a cross-owned bag 


From the sales point of view te 


may be tougher to sell at the out 
than corporate owned insurance, } 
it is a whole lot safer. I believe m 
business men, once the need has b 
sold, will accept this if they are t 
that is either going to have to 


owned this way or owned by the comm 


poration and, if it is later dete 
that corporate ownership is best, f 
will get back from the corporation 


premium money that they laid out, ‘ ; 


Let’s review, now, the working 
proach. 

You have a client with (1) a bu 
ness interest (2) in a closely held q 
poration (3) whose objective is 
cash in at his death. It must be ¢ 
termined (4) whether to have con 
rate purchase or criss-cross and, 
this connection (5) whether = st 
owned by others will be attributed 
his estate at his death. 

You can sell insurance safely (a 
cross-ownership basis) when you h 
determined (1), (2) and (3). A co 
plete planning job, however, also 
quires determination of (4) and ( 





Lansing Managers Elect 


Jack Dunn, Associates Life, 
been elected president of ans 
Life Managers & General Age 
Assn. Other new officers are Rob 
E. Sarhatt, State Mutual Life, v 
president, and Glen Walters, Fra 
lin Life, secretary-treasurer. 


Interstate Life Plans Building 

Interstate Life of Houston plans 
build a $5 million dollar office bul 
ing on Kirby Drive, between Notti 
ham and Tangley Streets. It has } 
planned for the incorporation with 
present offices and scheduled to 
compass an area of six blocks. 
building will be 14 stories, with 
grill and restaurant on the pentho 
level. Under cover parking will 
provided for 528 automobiles. The 
fice space will accommodate 800 off 
workers and will be called 5S 
Center. E. J. Stone is president 
Interstate. 


Long Beach, Cal, Agents Elect 
Long Beach (Cal.) Assn. of 

Underwriters has elected Dale W.2 
ding, Connecticut General Life, 2 
dent; Robert W. Bowden, Prude 
lst vice-president; Fred H. Ma 
Standard of Oregon, 2nd vice-pre 
and Robert G. Lindgren, Was 
National Life, secretary_treasurer. 
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(CONTINUED FROM PAGE 8) 
9 give a talk in Peoria two or three 
ears ago. The climax of the talk was 
hat “My whole system of operation 
orked very beautifully because .. .” 
bnd to prove the point, I had “set up” 
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was to th 









quent @ pree Sales that I was supposed to 

aida ake on the Tuesday before I was to 
bees hive the talk in Peoria on Friday. 
kholder 





® actually, I felt I could have closed 
e cases prior to this time, but in the 









pted tran 





our @& nterest of being truthful, I wanted to 
on his ov§. able to use them as a proof of the 
uent dedi ding in my talk. The only trouble 
we woug..,-I didn’t make one sale! 
APPose OM | can honestly say that the reason 
owners didn’t is that I thought they were too 
be all rigf ie, I thought it was just a matter 
isfer WOU? my going out, picking up the appli- 
to the iff.tion and writing the order. Actually 
se are ei had become overconfident in my 
bility, failed to really motivate the 
prospects to buy, and thus lost three 
inch sales. 
make (i waybe it is because we have lost 
od solve “ur enthusiasm and need re-invigora- 
ale is m ion of the spirit. Maybe boredom has 
a tot in, particularly for those agents 
the outs 















irance, } 


elieve mae ALO 
i: RK eee 
ey are jj 

ave to 


by the ¢ 
dete 
; best, fi 
oration ii 4 
laid out, Bay 
yorking ay 

































(1) a bu 4 
y held cq?” : tia, 
tive is 
ust be @ (BUILD YOUR OWN 
lave con 
ss and AGENCY 
er 0 
ttributed witha 
afely (of GENERAL AGENCY — 
nm you ha 
3). Ac COMPANY 
ar, also 
) and American Mutual Life 
Elect § can help you through 
Life, @ these advantages: 
of ans 
ral Age 
are Rob @ All-American Contract 
Life, vi e Agent’s Benefit Program 
ors, Fra 
r. e H.O. Training Schools 
* @ Quantity Discount 
ling 
yn. plans @ Reduced Rates for Women 
ffice bul © Automatic Check Plan 
en Nott 
It has b ® Quality Business Bonuses 
on. with 
led to © Tested Package Sales 
locks. 1 ® Audio-Visual Selling 
es, with 
a Excellent Agency Opportunities 
se ¥ Available in: 
es. The 
a ei Missouri Michigan 
resident it Texas Indiana 
Write to H. S. McConachie 
Elect Vice President 
n. of A 
ile W. 4 m 
Life, p 







Prude 
e-pre: 
Was 
surer. * 






~Titutual |ite 


Des Moines 








LIFE INSURANCE EDITION 


selling Slump. Agent's Best Friend 


who have been in the business for 
years. Maybe we have lost the spark, 
lost faith in our product and in our 
calling. Chances are the real trouble 
lies in the fact that we have become 
rusty in fundamentals and have slip- 
ped into sloppy prospecting, sloppy 
closing and sloppy personal organiza- 
tion—all resulting in sloppy selling. 

I think we can anticipate a slump. 
Frequently when an agent is writing 
a tremendous amount of business, 
turning in apps, and going at a white- 
hot pace, his enthusiasm is so great 
that he begins to feel he can do noth- 
ing wrong. Suddenly this streak ends. 
He gets into a slump that is equally 
as severe as his success was great. 
Why? Because while this man is hot, 
he is lulled into thinking that he has 
found his formula, his panacea. He 
relaxes when he should be bearing 
down. 


Should Push While ‘Hot’ 


This is the time when he should 
stress fundamentals to get every sale 
possible out of his hot streak. I have 
seen mediocre producers run them- 
selves right up to the Million Dollar 
Round Table by playing it “tight” 
when they are hot. For example, I 
know one man who had been in the 
business seven years before he made 
the Million Dollar Round Table. 

I asked him what it was that pushed 
him over from his usual production 
of approximately $650,000 to over $1.2 
million. He said that in May, June, and 
July of each year he always wrote a 
tremendous amount of business. He 
just couldn’t do anything wrong inso- 
far as getting the sales was con- 
cerned. 


For Three Months, Worthless 


Inevitably, however, the following 
months of August, September, and 
October would be practically worth- 
less. It seemed to him that for some 
reason he ran out of gas, so to speak, 
in the latter three months. Finally, 
last year he analyzed this situation. 
Although he could not attribute any 
immediate reason for his tremendous 
success in May, June, and July, he 
recognized the reason for the slump 
which always followed. 

He became lax in his selling habits 
when he was having these hot streaks 
and the laxity carried over into the 
slow period. Further analysis made 
him realize that in order to stabilize 
his production, he must utilize the 
hot periods to improve his methods 
rather than to take them for granted 
as heretofore. He literally relearned 
the fundamentals and put them into 
action. Result, MDRT. 


Analyze Last Few Sales 


Then, granted that something is 
wrong, what is it? What is it that we 
are actually having trouble with? One 
of the best ways to find out is to sit 
down and analyze our last few sales 
objectively, asking ourselves: Did I 
use the sales track completely? Did 
I try at least five closes? Did I get a 
commitment to save? What about my 
work habits? Am I calling on china 
eggs? Am I calling back on people 
four, five, and six times, hoping some- 
how that I will sell them when actu- 
ally I know I never will? Have I been 
failing to get new names on every call 
where feasible? Have I been failing 
to get lists of referred leads? Have I 
been failing to send out direct mail? 

Seventy-five percent of all men en- 
tering the life insurance business are 
poor personal organizers. They simply 
are not willing to do the things that 






are required to become personally or- 
ganized. This is the hard part of the 
business, but I firmly believe that it 
is the heart of the matter. Get into 
the habit of personal organization, 
recognize its value, really exploit it, 
and you will inevitably get into the 
habit of success. 

When you have an idea that some- 
thing is wrong, go to your supervisor 
or general agent, or go to another 
agent and talk about it. Get it out in 
the open. Go over your operation in 
detail even to the point of making 
joint calls until you find out what is 
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Technique 


STREAMLINED 
EFFECTIVE 
EASY TO USE 


Ohio National Life’s ‘“‘Directed 
Dollars” goes far beyond ordinary 
programming procedures. 

“DD” is Flexible .. . can be used 
for a package sale, a simple pro- 
gram, a complete program, or for 
estate analysis. 

“DD” is Comprehensive . . . can be 
used with almost every type of 
prospect ranging from those of 
modest means to the substantially 
wealthy. 

“DD” is Streamlined . ... provides 
the tools for professional program- 
ming without “busy work” details. 
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wrong. Chances are it is a combination 
of forgotten fundamentals. It is simi- 
lar to baseball. When Stan Musial is 
in a slump, it usually isn’t just one 
thing. Rather it is a combination—his 
stance, his tenseness, or the way he 
grips the bat or cocks his arm—all of 
these things combine to make the 
slump. 

After you have found out what 
your problem is, decide what you are 
going to do, or not going to do, about 
it. If you find out that your major 
problem is poor prospecting, it serves 
no earthly purpose simply to sit around 
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“DD” is a Sales Technique... 
which does not overlook the funda- 
mental purpose behind program- 
ming — to make more and better 
sales. 

Here’s proof again that Ohio 
National Life is providing more of 
the right kind of sales aids to keep 
their agents “a jump ahead.” With 
materials like this, more prospects 
become policyowners ... and in 
shorter time. 
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and admit that you are very poor in 
prospecting, unless you take action to 
correct it. If it is closing, it does no 
good simply to realize that you are 
not making the required number of 
closes, unless you determine actually 
to attempt five closes on the interview. 
If you are not getting a commitment 
to save, it does no good to dwell on 
this fact. Get the commitment to save! 
One of the greatest values of a slump 
is that it forces us to make decisions 
and to act on them. 

If your main failure is prospecting, 
use the track. If it is in closing, resolve 
to get a commitment to save every 
time and to try five times before giv- 
ing up. If it is personal organization, 
decide right now to learn the filing 
system, the report system, and all of 
the seemingly insignificant things that 
are so vital in this whole field of per- 
sonal organization. 


Personal Organization At Fault 


I remember the turning point in the 
eareer of one of the young agents I 
once trained. He was really down and 
out in his second slump, and felt that 
there wasn’t anything for him in this 
business. After going over his whole 
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operation, we found that it was a 
matter of personal organization. We 
sat down and figured out a program 
of activity for him to follow. He kept 
coming up with “I just can’t seem to 
get myself going on this. I know that 
I should be doing it, but I can’t do it. 
Something is wrong.” 

There wasn’t anything wrong with 
the system. He was not actually go- 
ing out and doing the things that are 
required. He wasn’t really willing to 
pay the price. He was told rather 
forcibly that this was the problem and 
that it was strictly up to him—that he 
had his back to the wall and so far as 
everybody else was concerned, if he 
wanted to succeed in the business, it 
would be up to him and him alone. 
The point was made and I am happy 
to state that he is now a very success- 
ful life underwriter. 

Here are some specific ideas that 
have worked for me in the past when 
I have been in a slump. First, file or 
temporarily drop all of the supposedly 
good prospects except two or three who 
you think are actually going to buy. 
The rest are china eggs, at least for 
the present. 

Secondly, devote at least two days 


SUCCESS IS... 


... hats off to the past (to date, we've 
written 81, million success stories) ... coats 
off to the future (looks like we'll make the 


“Best-Seller” list again this year). 
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a week to prospecting with absolutely 
no intention of any selling interviews 
at all. Spend two whole days calling 
on some present policyholders, or cen- 
ters of influence, or even cold calls, 
strictly with the idea of getting leads 
and lots of them. 

Next, consult your supervisor or 
general agent for constructive criticism 
regarding your work or selling habits. 
Go over your techniques very specif- 
ically with him. Ask him to have a 
clinic with you, or a session in closing, 
or a session in prospecting. Seek out 
some of your fellow agents and have 
them listen while you go over your 
sales presentations or closing techni- 
ques. Make a joint call or two with 
someone whose suggestions you re- 
spect. 

Frequently, a new or fresh approach 
is needed. If you are doing strictly a 
programing job, try package sales for 
a while. Or, if you are doing just a 
basic savings talk, or a one-shot pack- 
age sale, resort to juvenile insurance, 
or switch over to a more advanced 
programing approach. Often we get 
into a rut with one or two sales ideas 
that work and we suddenly lose our 
touch in utilizing them. It takes some- 
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Insist that he ride you hard on the 
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objective criticism. 
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vigor. F@ Joseph B. Davis, agent of Home Life 
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trustee Slate Announced By NALU 


permit additional nominations from 
the floor, Mrs. Doyle said the commit- 
tee hopes additional nominations of 
qualified individuals will be made in 
this manner on Tuesday, Sept. 13, 
when the nominating committee re- 
port will be made to the national 
council. 


Other Committee Members 


In addition to Mrs. Doyle the nomi- 
nating committee members are L. 
Mortimer Buckley, New England Life, 
Dallas, Roy E. Simon, Penn Mutual 
Life, Chicago, Ray H. Wertz, Lincoln 
National Life, Detroit, and William W. 
Wray, John Hancock, Cincinnati. 

Some weeks ago the nominating 
committee announced its choice of 
officer candidates: For president, Wil- 
liam E. North, New York Life, Evans- 
ton, Ill.; immediate past president, 
William §}. Hendley Jr.; vice-president, 
Robert S. McMillon, Business Men’s 
Assurance, Abilene, Tex., secretary, 
David M. Blumberg, general agent of 
Massachusetts Mutual, Knoxville, 
Tenn., and Jack A. Stewart, agent of 
Phoenix Mutual at Cleveland; for re- 
election as treasurer, Louis J. Grayson, 
Travelers, Washington, D.C. 
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Lawyers’ Value Acknowledged 


“There are many fine lawyers. They 
are just as necessary to your business 
as they are to ours. And with all re- 
spect to them we want them to realize 
that we have a job to do and tha twe 
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1 gretiare out to serve the public. We’re not 
busit@just out to make a lot of profit. Of 
course, the profit is a pretty good idea, 

but it comes as a result of the service, 





not before.” 
Mr. Hamilton dealt in some detail 
with the long history of cooperation 
between the trust officers and life in- 
surance men, and concluded by an- 
houncing that thanks to th eMDRT 
leadership in inviting him to address 
its meeting, the MDRT chairman and 
mthe president of NALU are to be 
Suests of the trust division of Amer- 
lan Bankers Assn. at the midwinter 
conference in New York City 
next February. 



















Life Field Entry Is 
Eyed By London Lloyd's 


(CONTINUED FROM PAGE 1) 
bilities coming due many years away. 
Lloyd’s would, the paper observes, be 
up against stiff competition from parti- 
cipating companies, though Lloyd’s 
might be able to operate more econom- 
ically than many of the life offices. The 
life company would be controlled by 
the paper observes, be up against stiff 
competition from participating com- 
panies, though Lloyd’s might be able 
to operate more economically than 
many of the life offices. The life 
company would be controlled by 
Lloyd’s corporation. 


Underwriters Have Entree 


Although it has not been suggested 
by any of the dispatches from London, 
it can hardly be overlooked that the 
underwriters there have entree to one 
of the most extensive and competitive 
life insurance markets in the world— 
the large brokerage firms and in 
agencies in the U.S. through which 
Lloyd’s does almost half a billion dol- 
lars of property and liability business 
a year. These producers’ outlets al- 
ready do a big life business, notably in 
the group field, which probably would 
have special attraction for Lloyd’s 
since a great many commercial and 
industrial firms already insure one 
line or another with that organization. 

Just what would Lloyd’s be able to 
offer the American life insurance 
buyer that might attract him? The 
individual buyer, perhaps not too 
much. 

But for one thing, Lloyd’s could 
offer the large commercial or indus- 
trial concern buying group coverages 
unlimited amounts per member of the 
group. Presently, many state laws in 
the U.S., the result largely of the 
activity of life agents, place $40,000 
ceilings on such amounts. Group plans 
not proportionate to salary or years of 
service, such as $1,000,000 on the life 
of the president and $5,000 on the lives 
of lesser officers, presently looked upon 
askance by insurance departments and 
Internal Revenue Service, would be 
possible, since large concerns could 
“go abroad to buy” the coverages. 

No-commission group life, with a 
consultant who represents’ insured 
receiving a fee for his services, is 


another type of business that could 
be written in Lloyd’s. This is also being 
opposed by life agents. 

Contracts for life insurance could be 
negotiated “abroad,” in Canada or 
elsewhere, with Lloyd’s. This could be 
done on what would amount to a non- 
admitted basis and without being sub- 
ject to detailed and expensive regula- 
tion. 

Undoubtedly the inventiveness of 
the Lloyd’s market and its freedom 
from statutory controls would result 
in innovations in the life field—and 
business for the London market. 


Oil Industries And 
All States Life Plan 


To Consolidate 

Stockholders of Oil Industries Life 
of Houston and All States Life of Dal- 
las will be asked at special meetings to 
approve a merger of the companies. 


Oil Industries Life stockholders will 


vote July 21 and All States Life stock- 
holders July 22. 


If approved, the merged company 


would have more than $161 million in 
force with assets of $13.7 million and a 
capital-surplus of $4.3 million. The 


company would have 3,394,116 shares 


of no-par stock outstanding. 


HOW MUCH 


IS A LOT? 





The merger plan, which would place | 
the home office of the consolidated | 
company at Houston and the executive | 
offices in Dallas, provides that stock- | 


holders of Oil Industries Life would 
receive four shares of the resulting 
company for each one share now held, 
and All States Life stockholders would 
receive one share of the merged com- 
pany for each share now held. 

Oil Industries Life is licensed in 


Texas, Louisiana and Arkansas, and | 





All States Life is licensed in Texas and | 


Arkansas. Presidents John Bennick of 
Oil Industries Life and B. F. Biggers 
of All States Life said that if the mer- 
ger is effected steps will be taken to 
acquire two other companies which 
would bring total life in force to $250 
million. 


No. Am. Life, Chicago, 
Has Good First Half 


North American Life of Chicago’s © 


life sales for the 
reached $45,618,341—a company rec- 
ord. This exceeded life sales for the 
same period in 1959 by 41.8%. 


The average size life policy written i 


during the first half was $8,817 per 


first six months | 


application compared with the year © 


ago first half average of $7,024. This 
reflects a gain of 25.5%. 

Half year A&S premium sales ex- 
perienced an increase of more than 
24% over the same six months last 
year. 


SEC Dissolves Life Fund 


Securities & Exchange Commission 
has granted exemption from the provi- 
sions of the investment company act to 
American Life Fund, Inc., of Oakland, 
Cal. The SEC statement said the com- 
pany “has no assets and none of its 
shares are outstanding, and it has 
abandoned its plan to make a public 
offering of stock.” 

The move came after the fund failed 
to arouse public interest in its com- 
mon stock offering. 

Vincent T. Hirsch, manager of Pru- 
dential at Asbury Park, has been chos- 
en New Jersey’s outstanding life agent 
by New Jersey Life Underwriters 
Assn. He is a past president of Mon- 
mouth County Life Underwriters 
Assn. 
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| That depends on you! It de- 
| pends on how much money 
/ you want to make — and 
whether you can instill in 
others your spirit of accom- 
| plishment and “know how”. 
So, ask yourself: 


Can I show others how to 
prospect —to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 


Can | inspire others to 

tell a convincing story 
and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
‘ —top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
j and Aut-O-Check? 








Can | inspire others to 

enjoy competition— 
| and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top lst year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 


plan — operating capital i 
for new agents. | 
| 

: 








THE OHIO STATE LIFE 


COLUMBUS 15, OHIO 









% 
J 


HieNATIONAL UNDERWRITER 


Editorial Comment 
An Easier Way To Pay For College 


With its new “College Paid-For” 
plan of financing higher education, 
Home Life of New York has not only 
provided welcome relief to the college- 
haunted parent but has also focused 
attention on the need for starting 
early to provide for the inevitable 
heavy load. For it’s a load that is get- 
ting heavier with each passing year 
and the flattening out of the spiral is 
not in sight. 

The key to the Home Life plan, 
which was described in detail in last 
week’s issue, is letting the parent keep 
on paying for the endowment rider 
after it has matured. This can provide 
as much as seven more years over 
which to spread the annual load and 
can amount to as much as a 30% reduc- 
tion in the annual outlay that the 
parent must make. 

Of course, he has to make the out- 
lays longer, but nobody who hasn’t put 
a youngster through college— or who 
couldn’t do it for lack of money—can 
appreciate what it would mean to be 
able to stretch out the payments for 
another seven years, as compared with 
having to make the money available 
without benefit of this “time-buying” 
feature. 

Two developments in the college fi- 
nancing problem make Home Life’s 
announcement particularly timely. One 
is the survey made by the Elmo Roper 
organization, which showed that near- 
ly all families want their children to 
go to college but almost none have set 
up programs that will assure the mon- 
ey being ready when needed. The 
other is the college financing plan with 
which Gov. Furcolo of Massachusetts 
recently made headlines. 

While the Furcolo plan is touted as 
costing only about $325 a year, it in- 
volves payments so stretched out after 
graduation that, as one insurance man 
remarked, the graduate gets a mort- 
gage on his future earnings along with 
his diploma. The need for something 
better, like the Home Life plan, is 
obvious, 

Essentially, the Furcolo plan is a 
20-year student loan backed by life 
insurance. The $325 a year figure is 
based on costs at the University of 
Massachusetts, where tuition and liv- 


ing costs run about $1,000 a year. 

On being accepted by the university, 
the student would get himself insured 
for $12,000, with the university as the 
beneficiary. The insurer would pay 
the college $1,000 a year for four years, 
to cover tuition, board and room. The 
student would pay a premium of $325 
a year over the policy’s 20-year dura- 
tion, thus paying $6,500 for a $4,000 
loan. 

In practice, the plan’s backers con- 
cede, some sort of public authority or 
non-profit foundation would have to 
be set up to assure the insurance com- 
pany of getting its money in case the 
student dropped the policy while its 
cash value was still insufficent to cover 
the amount of the loan. Such minor 
matters as this would take some 
straightening out. In fact, it looks to us 
as if they might bog the whole thing 
down. 

But at least such plans as Gov. Fur- 
colo’s serve to remind people that if 
they want their kids to go to college 
they’d better start doing something 
immediately, no matter how young the 
child may be at the moment. 

Handing a graduate a mortgage on 
his future earnings as he graduates 
from college may be justified on the 
ground that he’ll earn more than 
enough because of being a college 
graduate so he shouldn’t mind the 
added load. But for parents who pre- 
fer to forego that new car today so that 
their son or daughter won’t have to 
start out their business or professional 
careers burdened by debt, a plan like 
Home Life’s seems a lot better.—R.B.M. 





Personals 


Byron K. Elliott, president of John 
Hancock, has been appointed chairman 
of the insurance companies industry 
committee of Project HOPE. 


S. L. Horman, vice-president of 
Time of Milwaukee and recent recipi- 
ent of the Harold R. Gordon memorial 
award of International Assn. of 
Health Underwriters, was struck by a 
car and seriously injured when he was 
crossing a street at Wisconsin Dells, 


where he was vacationing. He suffered 
a fractured pelvis and concussion and 
is convalescing at Columbia Hospital 
at Milwaukee. A testimonial dinner to 
have been held in his honor July 19 
by Milwaukee Assn. of Health Insur- 
ance Underwriters has been postponed. 


Charles E. Becker, president Frank- 
lin Life, is a grandfather for the 10th 
time. His daughter, Mrs. Carylyn King 
of Chicago, just gave birth to Mark, 
who weighed in at eight pounds. 


Lee Nashem, general agent of Can- 
ada Life at New York, has been elected 
a director of Major Pool Equipment 
Corp., South Kearny, N. J., manufac- 
turers of filter systems for commercial 
and residential swimming pools. 


Charles B. H. Loventhal, president 
of the Loventhal Bros. agency in Nash- 
ville, was honored at an office sur- 
prise party marking his 75th birthday 
and his 60th year in insurance. The 
agency was founded in 1889 by his 
father, L. J. Loventhal. A general lines 
agency, it represents Northwestern 
Mutual for life insurance. 


Philip B. Hobbs, Equitable Society, 
Chicago, past president of National 
Assn. of Life Underwriters, is conva- 
lescing satisfactorily at Presbyterian- 
St. Luke’s Hospital, following major 
surgery. 


Commissioner S. N. Beery of Colo- 
rado has been named a member of the 
Denver Post “Gallery of Fame” for 
achievements in his professional or- 
ganization. Mr. Beery recently was 
elected president of National Assn. of 
Insurance Commissioners. 


Deaths 


JAMES T. CURTIN, 63, New York 
manager of the National Underwriter 
Co. since 1934, 
died at his home 
July 10, as a result 
of a long-standing 
heart condition. 
He has been hos- 
pitalized several 
times in the past 
few years and had 
not been able to 
work since April 
10. 

A native of New 
York and an out- 
standing swimmer 
for New York Athletic Club in his 
youth, Mr. Curtin has been employed 
by several New York securities firms 
before joining the National Under- 
writer Co. At various times he called 
on insurance offices in New Jersey, 








James T. Curtin 
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New England and Long Island, ‘n ag 
dition to metropolitan New Yoy 
where he made his headquarters. 
energy, ebullient personality a 
friendly persistence won him a lost 
friends among insurance men. 
Funeral services were held Wedne 
day at Blessed Sacrament Churd 
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Jackson Heights. He is survived bf norhtez 
Mrs. Curtin, two daughters, Mrs. W.} jon at 
Kleisler and Elizabeth, a postulant @yossinge 
the Dominican Sisters of Amityvili@wards to 
L.I.; a son, James Jr., and a grandsoifnd agen 
LOUIS J. ILLIS, 71, who retireq te dre’ 
ay. > 4. muperinte! 
manager of Prudential’s second di es 
trict at Paterson, N. J., in 1954, died, ae] the 
Washington, D. C. He had been wigpente 
Prudential since 1922. pf the yee 
gency at 
EDWARD J. KOOP, 76, retired geet, Levit 
eral agent at Greensburg, Pa., of Nortypf the ye 
western Mutual Life, died at Calif Leading 
ornia, Pa. He was with the compangpualified 
27 years. ere Dual 
Palmer-T'< 
EARL C. JONES, general age M, Levitt 
at Howard City, Mich., for Girardiafiyork; Wa 
of Dallas, died after a short illness. HiBrooklyn; 
entered the business in 1954 and hafpnd Denke 
been with Girardian four years. Leading 
EARL A. WARREN, 76, gene age 
agent for Northwestern National Lif am Hal 
at Grand Rapids, Mich., for 40 yea ".-, 

° . = p DY, Mt. Ve 
died in Sunshine Hospital there attg hen City; 
a long illness. bequa; S. 

se pnd Mrs. | 
American Bar Assij,_.,., ; 
Insurance Section Future 4 
liscusse 
D j ] 
To Gather At D. C. rster 
A number of government officialfive vice- 
law school professors and guests frominderwriti 
England will address the annual me¢Hy a pan 
ing of the insurance section of Amer#Panel men 
can Bar Assn. Aug. 29-Sept. 1, aman, New 
Washington, D.C. Among the renown pening th 
ed speakers will be Sen. Harry Mussing pr 
Byrd of Virginia and Sir William (nd sound 
Crocker of London. urray Wa 

Of interest to the life insurance infred deferr 
dustry will be a talk by Richard MM Chester C 
White, Miami, on ‘“Presumptions igfte first da: 
Violent Death Cases.” Victor A. Lut#Let’s Get I 
nicki, John Hancock, will moderate# Harold | 
panel on medical care. Panelists wil§pened the 
be Artemas C. Leslie, Pittsburgh Blugn group ir 
Cross; Donald D. Cody, 2nd vice-pre#py a panel 
ident and actuary New York LiféMarticipants 
and Robert S. Lane, Socony MobiMt. Vernon, 
Oil Co. f having a 

ity, who s 
Cea nd Yale ] 
St k iscussed m: 
astern 
By H. W. Cornelius of Bacon, Whipple & ( < 
135 S. La Salle St., Chicago, July 12, 196 eaders 
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ame Northeastern 
leading Producers 
{t Annual Meeting 


Norhteastern Life’s annual conven- 
jon at Grossinger’s Country Club, 
stulant @rrossinger, N.Y., was highlighted by 
\mityvillg,wards to leading individual producers 
grandsond agencies. The meeting was under 
a he direction of Norman H. Tarnoff, 
7 kuperintendent of agencies. 
"4 aaa President Herbert L. Hutner pre- 
faites wid ‘ented the awards. The general agency 
“bf the year award went to the Becker 
gency at New York and Howard Mak- 
er, Levittown, N.Y., was named man 
pf the year. 

Leading general agencies which 
nualified for the President’s Cabinet 
re Dual Estates, Garden City, N.Y.; 
Palmer-Tanno, Mt. Vernon, N.Y.; M & 
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ral age, Levittown, N.Y.; Dittmann, New 
Girardiafyork; Waldman, New York; Phillips, 
illness. Brooklyn; Halpern, Massapequa, N.Y., 
! and hafand Denkensohn, Brooklyn 

rs. Leading agents were Martin Becker, 







ew York; Alfred J Phillips, Brooklyn, 
‘@erman Denkensohn, Brooklyn; Ir- 
win B. Halweil, New York; Saul Grus- 
40 year by, Mt. Vernon; Paul Fitzpatrick, Gar- 
“hen City; Leonard Halpern, Massa- 
equa; S. Herbert Meller, New York, 
ind Mrs. Ethel Citron, New York. 







Assi Panel On Business Insurance 
on Future plans of the company were 
Hiscussed in a keynote address by 
C President Hutner at the first business 
° \“* Gneeting. Michael Marchese, execu- 
- Officialffive vice-president, who discussed 
iests frofinderwriting operations, was followed 
ual mee#y a panel on business insurance. 
of AmerifPanel members were Albert T. Ditt- 




















pt. 1, @man, New York, who gave pointers on 
» renowmppening the case; Mr. Makler, dis- 
Harry IMussing proper business agreements 
Tilliam (nd sound valuation methods, and 
urray Waldman, New York, who cov- 
rance ingred deferred compensation. 
chard M@ Chester O. Fischer, a director, closed 
ptions ighe first day’s session with a talk titled 


* A. LutLet’s Get Back to Fundamentals.” 

oderate@ Harold E. Rieve, vice-president, 
lists wilpened the second session with a talk 
irgh Blugn group insurance and was followed 
yice-pre@y a panel on estate planning. Panel 
ork Lif@Participants were Joseph P. Tanno, 
1y MobgMt. Vernon, who covered the necessity 
f having a will; Mark Weisel, Garden 
ity, who spoke on the use of trusts, 
nd Yale Forstadt, New York, who 
iscussed minimizing estate taxes. 















astern, Central Sales 
eaders Attend Aetna 


ife Second Regional 


The second of Aetna Life’s 1960 
Vy sameetings of its Corps of Regionnaires 
4smas held at Whiteface, N. Y., with 
ore than 200 leading producers from 
é@ eastern and central regions at- 
Pnding. 

Twelve Honor Guardsmen, who 
ave qualified for the honorary group 
p times or more, and 58 Veterans, 
ho have qualified for attendance to 
least 10 meetings, were given spe- 
al recognition at the opening cere- 
honies, 

The Honor Guardsmen were Edwin 
- Inkley, Cleveland; Charles B. 
Connell, Garden City, N. Y.; Er- 
edt G. Schmitt, New Haven; G 
ustav Steiner and Milton A. Low- 
berg, both of New York; H. Griffith 
obbins and David P. Faxon, both of 
hiladelphia; Harry G. Feldman, Pitts- 
sh; Alfred J. Freisem, Rochester, 
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N. Y.; George H. Rapaport, Springfield, 
Mass., and H. Cochran Fisher and 
Freeman N. Stricklin Sr., 
Washington, D. C. 


Klein And L'Heureux 
Promoted To Regional 
Posts By N. Y. Life 


Paul O. Klein, former director of 
agencies, has been promoted to region- 
vice-president 
for the middle At- 


ant regional vice- 
president at San 
Francisco, becomes 


president in charge 
of group sales for 
western states. 
Mr. Klein, who 
will have his head- 





York, joined the company in 1947 as 
an agent at Oakland, Cal. He filled 
several field management posts, in- 
cluding that of assistant regional vice- 
president at San Francisco. 

Mr. L’Heureux will remain in San 
Francisco. He joined New York Life 
as group manager of the western re- 


Mutual Of N. Y. Half-Year 
Sales Total $602 Million 


Mutual of New York’s total sales 
for the first six months of 1960 were 
$601.9 million, a company record and 
increase of 22% over 1959 figures for 
the same period. Individual ordinary 
sales were $459.6 millon for the pe- 
riod, an 18.8% gain, and for June were 
$110.4 million, another record. 

Mutual’s sales of group and other 
mass-marketed life coverages totaled 
$142.3 million during the first half- 
year, an increase of 23%. 


300 Pilot Life Producers 


At Annual Agency Meeting 


Some 300 Pilot Life producers and 
their wives along with home office 
officials and their wives, attended the 
company’s annual agency convention 
in Quebec. A special train was used to 
transport the delegates to the conven- 


The convention list was made up of 
members of Pilot’s leading producers 
organization, Pilot Convention Club, 
of which J. D. Heard, Louisville, is 
president and E. L. Duke, Jackson, 
Tenn., is vice-president. 


Fort Wayne Agents Elect Lochbihle 
Fred L. Lochbihler, Equitable So- 
ciety, has been elected president of 
Fort Wayne Assn. 
writers. Eugene D. McCue, Prudential, 
and James M. Schaab, Equitable So- 
ciety, are vice-presidents; L. Thomas 
Guarantee Mutual, 
and Richard W. Worman, 
Farm Bureau Life, treasurer. 


of Life Under- 


Dayton Agent Wins Award 

Clare G. Sharkey Jr., John Hancock, 
has received the H. E. Whalen Sr. 
award for outstanding service to Day- 
ton Assn. of Life Underwriters. He is 
a past president of the association and 
a member of Million Dollar Round 
table. The award was presented by 
H. E. Whalen Jr., Northwestern Mu- 
tual general agent, in tribute to his 
father, who is general agent emeritus. 
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Howerton Billed As 
Symposium Speaker 
At NALU Convention 


WASHINGTON—Philip F. Hower- 
ton, general agent of Connecticut 
Mutual Life at Charlotte, N. C., is 
the second speaker to be announced 
for the 1960 program of National Assn. 
of Life Underwriters, to be held here 
Sept. 11-16. 


Joins Three Others 


Mr. Howerton will join three other 
prominent speakers in a symposium, 
“The Challenge of the Sixties,” sched- 
uled for Sept. 15. Gov. Underwood of 
West Virginia was previously an- 
nounced as one of the symposium 
participants. 

Said William E. North, convention 
chairman and manager of New York 
Life at Evanston, Ill., “Mr. Howerton 
will draw upon his broad background 
in human affairs and in public service 
to discuss the ethical and moral climate 
of the next decade as it will affect the 
individual, the nation and our busi- 
ness.” 


Director Of MDRT 


Mr. Howerton is a director of the 
Million Dollar Round Table Founda- 
tion. 

Advance registrations for the con- 
vention are already arriving at NALU 
headquarters here. Three days after 
advance registration cards were distri- 
buted to members of NALU’s National 
Council and to state and local associa- 
tion officers, 50 advance registrations 
were received at headquarters. First 
advance registrant was Clarinda P. 
Reighard, executive secretary of the 
Pennsylvania association. 


State Mutual's Half-Year 


Total Sales Increase 22% 

Life insurance sales of State Mutual 
life rose 22% for the first 6 months of 
1960. The company sold $196 million 
of individual and group life in the 
first half year as compared to $160 
million in the corresponding 1959 pe- 
riod. 

Group volume increased from $59 
million to $90 million, while individual 
life sales rose almost 5% to $107 mil- 
lion. New A&S premiums showed an 
8% gain for the same period. 


Ga. International Writing 


Quota Share Reinsurance 
Georgia International has brought 
out a “portfolio reinsurance” facility, 
a quota share reinsurance transaction 
involving existing life or A&S busi- 
ness. The coverage is designed to re- 
lieve surplus problems of the ceding 
company. 
Jefferson Standard Half-Year Gain 
Paid business of Jefferson Standard 
Life for the first six months of 1960 
totaled $122,429,963, an increase of 
some 10%. Net gain in insurance in 
force was $55,094,956. 


Franklin Life Sales Up 19% In June 

Sales of Franklin Life in June 
amounted to $105,107,416, an increase 
of 19%. Paid production for the first 
six months increased 6.1%. 


Eastern Has Minimum Deposit Plan 

Eastern Life has introduced a high 
early cash value policy with a $25,000 
minimum and endowment at age 90. 
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The policy, called the “Executive Es- 
tate Builder,’’ maintains level cover- 
age to age 65 through the use of the 
fifth divided option.’ 


At NALU Meeting 
WLRT ‘Sellerama’ Topic: 
Wanna Write A Million? 


WASHINGTON—‘“‘Wanna Write a 
Million?” will be the topic of the Wo- 
men Leaders Round Table “Sellerama” 
Sunday evening, Sept. 11, during the 
NALU annual convention here. 

Featured on the panel will be: 

Mrs. Laura M. Benham, Prudential 
Niagara Falls, N.Y., a life member of 
WLRT, a 1954 Million Dollar Round 
Table qualifier, and a past president 
of the Niagara Falls association. 


First Woman Trustee 


Mrs. Eunice Bush, manager for Mu- 
tual of New York at Baton Rouge and 
currently the company’s only woman 
manager. She was the first woman 
trustee of NALU. She is a past presi- 
dent of the Baton Rouge association, 
and served as Louisiana state national 
committeeman, chairman of WLRT 
and of the NALU women agents’ com- 
mittee. She is a life member of the 
Million Dollar Round Table. 

Mrs. Elsie S. Doyle, Union Central, 
Ft. Lauderdale, Fla., chairman of the 
NALU nominating committee, who 
served two terms as NALWU trustee 
and is a past chairman of the WLRT 
and the NALU women agents’ commit- 
tee. 

—Mrs. Helen Tall, New England 
Life, Baltimore, a high-volume pro- 
ducer who does much of her sales and 
service work among the staff of Johns 
Hopkins University. 

—Mrs. Helen F. Millett, Penn Mu- 
tual, St. Paul, who will act as modera- 
tor. She is a life and qualifying mem- 
ber of WLRT, and specializes in sell- 
ing salary savings plans to career wo- 
men. 

The “Sellerama” is scheduled for 
6:30 p.m. at the Hotel Statler. The 
WLRT business meeting will follow 
at 9. 


Quincy (Ill.) Life Underwriters 
Assn. at the annual Ladies’ Night 
heard a talk by John D. Howerton, 
Equitable Society, on the rewards of 
Round Table awards and National 
Quality Awards were presented. 








Bruce Bare, general agent of New 
England Life at Los Angeles, left, is 
presented the company’s president’s 
trophy for all-round excellence by John 
Barker Jr., agency vice-president, at 
an award dinner in Los Angeles. 
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Home Office Changes 


Mutual Of New York 


Promoted to new positions are Mor- 
ris Monsky, associate actuary, to ac- 
and G. J. 
Munro, assistant actuaries, to associate 
actuaries; J. E. Devitt, from director 
to manager of group operations; R. G. 
Laible, from supervisor to director of 
group underwriting; G. F. McNamara, 
associate actuary in the selection de- 
partment, to manager of that depart- 


tuary; N. W. Macintyre 


ment, and Dr. T. E. Plucinski, assistant 


medical director, 


Life Of North America 


R. A. Kingsley has been elected as 
sistant secretary-assistant 
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HOME OFFICE MANAGER 


Here is real opportunity for a man with 
| experience in the internal operations of 
| the home office of a small life insurance 

company. This is a new company, having 

commenced business in 1960. Over two «il- 

lion dollars of insurance was written in the 

first 3 months of operation and a strong 
| capital and surplus position will permit 
| rapid expansion. Located in the midwest, 
| this company offers an excellent opportun- 
| ity for a man who desires to be in on the 
| ground floor and assist in building a life 
insurance company. Write Box S-21, ¢/o 
National Underwriter, 175 West Jackson 


to medical director. 


treasurer. 


( WANT ADS » 
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Consulting Firm 
Needs 
Client Contact Man 


Employee-Communications Department of 
top Benefit Plan Consulting firm needs 
account-executive-type who knows how to 
write. Salary commensurate with experi- 
ence. Reply Box S-63, c/o National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, 
Illinois. 








PENSION CONSULTANT 


A major Life Company offers an 
unusual and challenging opportunity 
to head up a new Combination Pen- 
sion department at its Home Office. 
Applicants preferabiy with C.L.U. 
Age 30-35. Reply in confidence to 
Box S-67, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








1958 CSO BASIC ACTUARIAL VALUES 


Net Single Premiums and Annuities, and Non- 
Forfeiture Functions in punched card form or 
IBM lists from: 

National Data Processing Corp. 

816 First Avenue N.E. 

Cedar Rapids, lowa 











He was also elected to the same post 
in the parent company, Insurance Co. 
of North America, where he has been 
in the treasurer’s office since 1950. 


National Life & Accident 


J. H. Brakebill, 
territorial manag- 
er for the Great 
Lakes area, has 
been promoted to 
assistant vice- 
president in 
charge of the new 
administrative di- 
vision of the field 
management de- 
partment. He has 
been territorial 
manager of the J 
eastern, central ; 
and northern areas, manager. at 
Youngstown, O., and Detroit, and an 
agent at Toledo. 


Atlantic Life Of Richmond 
Elected directors are: 
Warren M. Pace, agency vice-pres- 
ident. He has been assistant vice- 


H. Brakebill 


president and before that was with 
Guardian Life as agency director. He 
is a CLO. 

H. Kendall Bache, secretary. He has 






a 


Warren M. Pace 


H. Kendall Bache 


been manager of the policyholders 
service division and on the staffs of 
the agency, treasury and premium col- 
lection departments. 

Wentworth P. Johnson, senior vice- 
president of  Fidelity-Philadelphia 
Trust Co., and a director of Life Com- 
panies, Inc., parent company of At- 
lantic Life. 


Pilot Life 


L. S. Barnett has been promoted from 
assistant manager to assistant secre- 
tary and manager of the policyholders 
service department. 

P. J. Cato has been appointed man- 
ager of the new pension department. 
He has been manager of the pension 
and profit-sharing section of the trust 
department of American Commercial 
Bank of Charlotte. 


Provident Life 


J. H. Nelson, assistant to the vice- 
president, has been named assistant 
vice-president, group department. 


Provident Mutual Life 


C. Gordon Ferguson, director of 
sales, has been elected 2nd vice-pres- 
ident, agency department, and is suc- 
ceeded by Leonard H. Morgan, man- 
ager for Georgia with headquarters at 
Atlanta. Mr. Ferguson has been asso- 
ciate manager of agencies and before 
that was general agent at Cleveland 
and with the Sprague agency at New 
York. He is past president of Cleve- 
land General Agents & Managers Assn. 
and a former trustee of Cleveland Life 
Underwriters Assn. Mr. Morgan, who 








C. Gordon Ferguson E. Roy Hofman 


has also been manager of the central 
Pennsylvania agency, is a former di- 
rector of York Life Underwriters Assn. 

E. Roy Hofmann, associate manager 
of agencies, has been elected superin- 
tendent of agencies. He has been as- 
sistant manager of agencies and agency 
assistant. 

F. J. Kiefner, J. F. Sutor and R. C. 
Webb, assistant managers of agencies, 
have been elected regional managers 
of agencies. Mr. Kiefner, a CLU, has 
been advertising and publications man- 
ager, editor of publications and agency 
assistant. Mr. Sutor has been manager 
of the home office supervisory unit. 
Mr. Webb, a CLU, has also been with 
Union Mutual Life. 


Metropolitan Life 


LaRue S. Wag- 
enseller, actuary, 
has been appoint- 
ed 2nd vice-presi- 
dent supervising 
commercial group 
disability claims. 
He has been with 
the company since 
1928 and achieved 
officer status in 
1949. He is a fel- 
low of Society of 
Actuaries. 

Frank A. Fitton, 
assistant secretary, and Eugene J. 
Gallagher, assistant personnel officer, 
have been named assistant vice-presi- 
dents. Mr. Fitton has been manager of 
personnel administration in the secre- 
tary’s office and an analyst in the 
standardization bureau. Mr. Gallagher 
has been assistant to the personnel of- 
ficer and manager of the salary bureau. 


Prudential 
M. D. Bennett, actuarial director of 
the Toronto regional home office, has 
been transferred to the home office 
as assistant actuary. He is a fellow of 
the Society of Actuaries. 


RESOLUTE CREDIT LIFE has ap- 
pointed H. L. Rhodus vice-president 
and H. D. Ordway secretary. Mr. Rho- 
dus has been with the parent com- 
pany, Resolute Insurance Group, since 
January and before that was with Old 
Republic Insurance Co., fire and casu- 
alty insurer. Mr. Ordway has been as- 
sistant secretary of the parent com- 
pany, which also promoted him to 
secretary. 


FIRST COLONY LIFE has elected 
Hamilton M. Redman a director. He is 
vice-president, finance, of the Norfolk 
& Western Railway and until last 
April was vice-president and treasurer 
of Berkshire Life. 


FIDELITY BANKERS LIFE has ap- 
pointed R.H. Guilford director of group 
insurance, a position he held with 
Southern Heritage Life before the two 
companies merged. 


CALHOUN LIFE has promoted E. 
L. Seymour, former district manager, 
to assistant vice-president in charge 
of the combination division. 





LaRue S. Wagenseller 








Union Labor Life has been licensed 
in Minnesota. 
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Four Life Company 
Presidents On LC 
Convention Card ” 
Four life company presidenis y 
be on the annual convention progr, KK. | 
of Life Office Management Assn. whgpultant at. 
it meets at the Royal York Hotel, Ted SeMlOr 
onto, Sept. 26-28. pnd F. H. E 
ave joine 
































Appearing at various sessioiis y 
be Harold J. Cummings, president 
Minnesota Mutual; Clarence J. Myg 
chairman and president of New Y¢ 
Life; John Burkhart, president of ¢; 
lege Life, and D. E. Kilgour, presid 
of Great-West Life and president 
Canadian Life Officers Assn. Subja 
and titles of their speeches will 
announced later. 

During the convention there y 
be the customary exhibit of off 
equipment. 

Speakers at the opening session y 


onsultants 
Carter F 
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9 senior | 
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istant man 


dent of Interstate Life & Accide 
G. H. Sheppard, president of Int 
national Business Machines, and 


Philadel phi 


Cummings. Ec 
Concurrent Sessions Unit mar 
; : ing and | 
Following the association lunchefpan Tessl 
there will be concurrent special faire, Wh: 
sions. The automation committee holder, Ma: 
hold two discussion sessions, one Mankato, M 
users of large electronic data proce@ille, Okla 


ing equipment and the other for usMuskogee, 
of smaller equipment. The cost co 
mittee will conduct two sessions, , = 
on budgeting and the other on 
control. The personnel administrati | 
committee will run discussions on { 
development of career personnel. —— 
Speakers Tuesday morning will 
clude Mr. Myers and Marvin Bow 








managing director of McKinsey Alvin E 
Co. Peter McDonald, vice-presii CON 
and secretary of Crown Life, 

speak at the luncheon honoring INSUR 
1960 LOMA Institute fellows. Det 


Tuesday afternoon will be gi 
over to concurrent planning sessid 
Four of the association’s regional pl: 








ning committees—the Canadian, nog BOWLES, J 
Atlantic, southwest and western—j 
conduct discussions on eight differ MANAC 
subjects. LIE 
Tuesday evening, EMPI 
y ng, members of RICHMOND 





LOMA Institute council and staff ¥ 
discuss the various phases of the 
stitute’s program. 

A panel session on three topics 


PORTLAND 








current interest will dominate Haight, 
Wednesday morning program. Spe Ce 
ers include John Burkhart, presit: In. 
of College Life; G. N. Watson, 2 

president of Crown Life, and Rob ~ meet 
B. Coolidge, senior vice-president "Polis | 





Aetna Life. 
Mr. Kilgour’s speech will close 
Wednesday session. 
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Life Insurers Advertisers Assn. | 
issued its annual roster. 

Members are listed alphabetic 
with names of their companies. Thi 
is also an alphabetical list of com) 








nies, with each company’s LAA mé Co 
bers. Man 

The booklet lists the officers 2 34: 
executive committee and contains Ni 


LAA constitution and by-laws. 
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Western Pension Conference } 





leected William H. Siegmund, Bené - 
Plans Consultants, president; Norm 10% 
E. Burns, Prudential, secretary, # C 
Irving S. Snyder, North Amerid ] 


Aviation, treasurer. 
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Connecticut General 

| progr, F. K. Lagemann, brokerage con- 
sst wh Lyltant at Memphis, has been appoint- 
lied Taed senior brokerage consultant there 
~~? “nd F. H. Hammond Jr. and G. A. Yates 
ave joined the agency as brokerage 
onsultants. 

Carter R. Crews, former brokerage 
onsultant at New Orleans, is promoted 
9 senior brokerage consultant. 

L. J. Howell, assistant superintend- 
bnt of agencies, and V. E. Gallivant, as- 
‘stant manager in charge of brokerage 
rervices at Pittsburgh, have been ap- 
pointed Managers, respectively, at the 
hicago and Toledo brokerage agen- 
ies. 

J. S. Ryan, who has been at the 
artsdale, N. Y., branch office, and 
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OMA 1 _B. Witham Jr., agency assistant at 
vice-<all e home office, have been named as- 
Accill istant managers at San Francisco and 
of Int Philadelphia, respectively. 
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Equitable Society 
Unit managers appointed are T. A. 
ing and P. J. Moran, Newark; Her- 
man Tessler, New York; E. J. St. 
Jaire, Whitehall, N.Y.; G. W. Burk- 
holder, Mansfield, O.; H. J. Thornby, 
S, One Mankato, Minn.; F. G. Guthrie, Bartles- 
a proce@ille, Okla.; A. M. Washburn Jr., 
r for ugMuskogee, Okla.; C. P. McManaman, 
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LIFE INSURANCE EDITION 


Changes In The Field 


Sioux City, Ia.; C. W. Bielar, Bur- 
lingame, Cal.; R. B. Lentz, Palo Alto, 
Cal.; Jose Rodriguez Jr., Oakland; A. 
I. Kaiser, San Diego; W. C. Street, 
Covina, Cal. J. O. Taylor, Chico, Cal., 
and B. C. Selberg, Portland, Ore. 


Phoenix Mutual Life 


R. F. Kelley has been appointed dis- 
trict manager at Detroit and Charles 
Yost and J. A. Behre have been named 
district group supervisors at Akron 
and Syracuse, respectively. Appointed 
district group representatives are C. 
E. Blake, Columbus; R. E. Mitchell, 
Charlestown, W. Va., and Jerry Camp- 
bell, Kansas City. 


Berkshire Life 


J. E. Amirault has been appointed 
general agent of a new agency at 
Lawrence, Mass. He has been assistant 
manager of Prudential at Methuen, 
Mass., and manager for State Mutual 
at Providence. 


National Life of Vermont 
Lester Blakely, manager of the Dal- 
las investment office, has been appoint- 
ed district supervisor of the Houston 
investment office, to succeed W. V. 
Gresham, who has retired after 25 
years with the company. 


Great-West Life 
New branch supervisors are W. K. 
Martin at Seattle; P. E. Howland at 
Portland, Ore.; L. D. Moe at Denver; 
and T. P. Meehan at Cleveland. They 
were erroneously reported as being 
branch managers in a previous issue. 


Lutheran Brotherhood 


J. M. Reinan, general agent at Du- 
luth, has been transferred to a similar 
post at Omaha. He succeeds R. J. 
Falck, who becomes general agent at 
St. Paul. 


Aetna Life 


J. R. Greer, associate general agent 
at Toledo, has been appointed general 
agent at Buffalo, to succeed W. R. 
Hutch, who was recently named gen- 
eral agent at Hartford. 


Fidelity Mutual Life 


R. J. Kistler has been appointed 
general agent of a new agency at Phil- 
adelphia, where he has been co-general 
agent of Fidelity Mutual’s Pierce 
agency. 


Colonial Life 


The Weghorn agency, New York City 
multiple lines agency, has added Co- 
lonial Life’s A&S coverages to its 
portfolio. 


Provident Life & Accident 


R. L. Rickey has been appointed di- 
vision manager for the Georgia group 
department, with headquarters at At- 
lanta. 


Great National Of Dallas 


J. H. Fendley has been appointed 
manager of a new agency at Waco, 
Tex. 


AMERICAN HOSPITAL & LIFE. 


of San Antonio has appointed E. J. 
Ward manager at Houston. He has 
been with Aetna Life, Cravens, Dar- 
gan & Co., and Business Men’s As- 
surance. 


PACIFIC NATIONAL LIFE has ap- 
pointed J. R. Shaw general agent for 
the Denver area at Broomfield. He 
has been with American Republic of 
Des Moines. 


How To Avoid Loss 
Of Veteran’s Benefits 


(CONTINUED FROM PAGE 10) 
erans of World War II and the Korean 
conflict. 

One of the types of income that 
need not be counted in determining 
the widow’s “other income” is pay- 
ments received from annuities she has 
purchased, up to the point where 
these payments are equal to the con- 
sideration paid for the annuity. 
Hence, an annuity, even though 
bought with the proceeds of a life 
insurance policy, is regarded as bought 
by the widow, and she is entitled to 
exclude the payments received from 
it until they equal the consideration 
paid for it. 

On the other hand, proceeds of pol- 
icies bought from a life company by 
her husband and received by the wi- 
dow in the form of option installments 
will be considered as income in the 
calendar year in which received, even 
though the beneficiary had the right 
to elect a lump-sum settlement. 


Law Changes Treatment 


Under the law as it stood up to July 
1 of this year, proceeds were consid- 
ered to have been received in a lump 
sum if the beneficiary had the right 
to elect a lump settlement. Option 
settlements were not counted as 
“other income” after the first year. 
However, an administrative ruling 
under the new law has changed this 
treatment to the basis already des- 
cribed. 

A comparison of the old and the 
new law and an analysis of the ef- 
fect of the new law on life insurance 
programing is contained in the June 
supplement of the Diamond Life Bul- 
letins, published by the National 
Underwriter Co. 
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93 Agents Qualify For 
IAHU Black Cat Club 


International Assn. of Health Under- 
writers has pronounced “a big success” 
its first Hoodoo Day sales promotion, 
Friday the 13th in May, when 93 
agents qualified for the Black Cat 
Club. Hoodoo Day was revived after a 
10-year lapse and will now become a 
regular IAHU promotion. Agents who 
missed out this year can try again 
next Jan. 13. 

Qualifications for Black Cat Club 
membership are 13 applications with 
$250 in annualized premium or one or 
more apps with $750 in annualized 
premium on Hoodoo Day. 


Tabulations Completed 


Tabulations have been completed 
and companies and the number of 
their qualifiers are: 

Atlantic Life, three; Continental As- 
surance, one; Fidelity Union Life, one; 
Great Southern Life, six; Hartford 
Accident, one; Hearthstone of Boston, 
three; Illinois Mutual L.&C., one; 
Inter-Ocean, two; Inter-State Assur- 
ance, one; Mutual Benefit H.&A., 50; 
New York Central Mutual, four; Rural, 
seven; Woodmen A.&L., nine; World 
of Omaha one, and Olympia National 
Life, three. 


United Benefit j Agents 
Exceed $25 Million Goal 


United Benefit Life’s general agents 
and managers exceeded a goal of $25 
million in new business by $12.5 mil- 
lion to help President Murray Long- 
worth celebrate his 25th anniversary 
with the company. 

This effort produced the best month 
in the company’s 34-year history and 
pushed the six-month total of applied- 
for business in excess of $150 million. 





A SYMBOL OF SECURITY 








The Statue of Liberty is an important sym- 
bol to all Americans because it repre- 
sents the freedom which is the foundation 
of our way of life. Our Company is proud 
to use it as its trademark. 

Men to remain free must provide security 
for themselves and their families and most 
American families have found life insur- 
ance to be the best way to provide this 
security. 

Liberty National Life Insurance Company 
is providing a large measure of security 
for many families. Over a quarter of a 
billion dollars is held by the Company for 
the protection of policyowners. Perhaps 
this financial strength is one of the reasons 
why more and more people each year 
buy their life insurance from Liberty Na- 
tional. 


LIBERTY NATIONAL LIFE INSURANCE CO. | 


Frank P. Samford, President 
HOME OFFICE: Birmingham, Ala. ~ 











































National Quality Award Winners 


Jacob V. Albrecht (13) 
T. Grant Anderson (3) 
Mare W. Arneson (5) 
Alvin F. Bahlmann (1) 
Donald H. Barkley (2) 
Corwin K. Barnhart (4) 
Samuel T. Beach (4) 
John R. Berger, Jr. (1) 
Carl F. Bockelman (9) 
William V. Bottler (1) 
Walter T. Burmeister (7) 
Carleton G. Case (15) 
James S. Cline (1) 
Melvin |. Crumrine (6) 
Oliver J. Curfman (8) 
Frederick A. Dettmann (2) 
Alvin E. DeWeerth (2) 
Lammert H. DeWeerth (10) 
Roland F. Ebert (2) 
Albert Felmet, CLU (12) 
Virgil H. Folkers, CLU (9) 
Kenneth R. Fox (2) 

Fred W. Gamm (4) 

Fred W. Guinsler (3) 
Hilbert H. Hantelman (8) 
Carl F. Hanusa (8) 
Samuel J. Harke (12) 
Delbert L. Hartman (1) 


( ) Figure indicates number of 
years the award has been won. 


Lutheran Mutual 


life insurance 
company 


Home Office @ Waverly, lowa 


Lloyd H. Hartman (1) 
Estes K. Hasselbring (9) 
Ernest L. Hax (7) 

Harry C. Hendrickson (2) 
Edwin H. Holmberg (3) 
Frank J. Hummel (9) 
Lawrence E. Hunze (1) 
Harold C. F. Jeckel (2) 
Melvin S. Johnson (4) 
Esther Kohagen (2) 
Leonard C. Kramer (8) 

|. B. Krienke (9) 

William A. LeCook (8) 
Harold C. Ling (7) 
Lawrence A. Lubben (6) 
Frederick H. Lueck (13) 
Benton Luedecke (8) 
Herold J. A. Lueders (1!) 
Milford W. McGaughey (1) 
Gladys H. Marten (13) 
Harold W. Mattke (2) 
Robert C. Meyer (5) 
Jerry J. Moerbe (3) 
Rudy R. Myers (2) 

Darrel D. Nichols (1) 
Robert A. Nistad (2) 
Clarence A. Norcross (4) 
George A. Novotne (1) 


Gertrude Nybakken (5) 
John H. Oltmann (5) 
Jae E. Oney (I) 

Herbert A. Oster (9) 
Harold A. Palmer (6) 
Edward H. Pape (2) 
John M. Park (11) 

D. E. Peters (6) 

Albert C. Printz (5) 
Harvey C. Raasch (8) 
George C. Rausch (8) 
Lloyd T. Reed (2) 
Howard F. Ritter (7) 
Paul J. Rudlaff (1) 
Arthur R. Sadow (1) 
Erwin G. Schrank (3) 
Dale E. Shambaugh (1) 
Ellsworth H. Shields (8) 
George H. Sielschott (9) 
Harold E. Struckmann (4) 
Merle E. Sullivan (1) 

Paul W. Swanson (2) 
George W. Thiemann (4) 
Merton O. Todd (2) 
Harold T. Voigt (3) 
Lewis N. Williams (1) 
Arthur W. Winkelhake, CLU (9) 











Minori 
OF Mc 


Busine 


The cont 
st and 
hich has 
rance bu 
couple | 
etty wel 
pport of t 
he views 
ers, is C 
ic areas- 
ate in tk 
urers, a’ 
ce, and 
ean mari 
ajority re 
y change 
he Depart: 
onopolisti 
ate regulé 
eing barre 
w 15. 


ksen, W 


The min 

ort praise 
e the vi 

Viley has | 
en. Dirkse 
en. Wiley 
oduced by 
hat the stat 
oblems in 
hd have st 
peulatory n 
he charge | 
urance c¢ 

Hequate m: 
Dntrol and 
ate laws in 
Sen. Wile 
siness for 
acity to des 
supply ne 
(CON1 


FALU I 
tom Ir 


Securities 
AS granted 
erican L 
ption fror 
t of 1940. 
tive exem] 
he investm: 
fective. 
The SEC 
he action, s 
pnized in 1! 












ganized G 
D39, GALU 
ranklin Lif 
Bsets of Gy 
ansferred | 
pmpanies vy 
hd Great A 
ed. Since tl 
control F 

estment in 1 
kcess of 90% 
(CONT 





